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HEW For Federal, State 


Flemming Lays Down Ground 


WASHINGTON — Secretary of 
Health Education & Welfare Flem- 
» ming, in a statement prepared for the 
| Senate subcommittee on problems of 
the aged and aging, said that following 
conferences with medical and insur- 
ance spokesmen, as well as federal 
and state officials, he will offer for the 
administration’s consideration a pro- 
' gram of federal and state grants-in-aid 





| 
: 


/) ( Forand bill, 


to assist older citizens in purchasing 
| evoluntary A&S coverage. He told the 

committee that his department would 
require about two weeks to explore 
‘he basic issues involved in this ap- 
proach. 

At the same time, the secretary list- 
ed the administrators objections to the 
which recently was 
shelved by the House ways and means 
committee, and outlined the general 

(CONTINUED ON PAGE 31) 


| Aid To Aged A&S Plan 


q 
I 
Rules For Type Of Program 

|| - Administration Will Accept 


Senators’ Grants-In-Aid 
Bill May Be Too Broad For 


Eisenhower Administration 


WASHINGTON—Eight Republican 
senators, headed by Javits of New 
York, have gotten the jump on the ad- 
ministration and have introduced a bill 
which provides for a _ federal-states 
grant-in-aid program to finance A&S 
coverage for the aged. Co-sponsors are 
Cooper, Kentucky; Scott, Pennsylvan- 
ia; Aiken and Prouty, both of Ver- 
mont; Case, New Jersey; Fong, Ha- 
waii, and Keating, New York. 

Under the bill, A&S plans for the 
aged would be negotiated by the vari- 
ous states with A&S insurers. The 
plans would be subject to standards 
set up by the Department of HEW and 
would offer subscribers a choice be- 
tween indemnity plans or _ service 
plans such as Blue Cross. 

Coverage would be available to ev- 
eryone over age 65 and spouse, re- 

(CONTINUED ON PAGE 12) 





Confirm Authority Of 
Tex. Department On 


Company Suspensions 
AUSTIN—The Texas supreme court 
last week upheld the authority given 
to the insurance department in a 1955 
law to suspend companies whose of- 


j ficers are found to be unworthy of 


public confidence. The test case had 
been brought by Carl B. Jordan and his 
wife, who attacked validity of the law 
under both state and federal constitu- 
tions. 

Acting under the 1955 law, the de- 


l partment in 1956 revoked the certifi- 
! cate of John L. Hammond Life Ins. Co. 


on a finding that Mr. Jordan and some 
other officers were unworthy of pub- 
lic confidence. More than a year later 
Mr. Jordan was offered a job as exec- 
utive vice-president of Great. United 
Life, but Commissioner William A. 
Harrison threatened to revoke the 
company’s certificate if the Jordans 
became officers. 


Democrats Ofter Still 
Another A&éS Measure 


4. The Democrat leadership in the 
House is reported to be getting behind 
a substitute for the Forand bill, which, 
although not going as far as the pre- 
vious measure, will be considerably 
broader than any the Eisenhower ad- 
ministration would accept. 

Under the new plan, hospitalization, 
medical and surgical care and nursing 
home treatment for the aged would be 
paid for through the social security 





> 
> 


system. The measure would provide 
for financing by means of an increase 
M social security taxes—by raising the 
taxable wage base from $4,800 of in- 
tome to $6,000. The plan would be 
compulsory and benefits and amounts 
| Were not decided upon at press time. 


Viens 


Ohio National Has 
Commemorative Book 
On 50th Anniversary 


“Age: 50,” a 36 page book tracing 
the first 50 years of Ohio National 
Life, has been published by the com- 
pany in commemoration of its golden 
anniversary. 

In a prologue and five chapters, the 
book tells Ohio National’s story from 
the date it issued its first policy on 
October 10, 1910 (it had a stock cap- 
italization of $100,000 at the time), to: 
the present and its new $4 million 
home office building. Of particular 
interest is the way the company’s 
story is woven in and related to na- 
tional events in general and the story 
of U. S. life insurance in particular. 

Written by Joseph- N. Bell, the book 
is noteworthy for its unencumbered 
style and restrained enthusiasm. 


Health Council Elects 
Browning Chairman 


Arthur M. Browning, vice-president 
in charge of group insurance of New 
York Life, has been elected chairman 
of Health Insurance Council to succeed 
E. J. Faulkner, president of Woodmen 
Accident & Life. The election took 
place at the council’s annual meeting 
in Chicago. 

At the same time, Raymond F. Kil- 
lion, 2nd vice-president of Metropoli- 
tan Life, was named to succeed Mr. 
Browning as chairman-elect. Reelected 
vice-chairmen were C. Clark Bryan, 
assistant general counsel of American 
Life Convention; Louis A. Orsini, 
assistant director of information and 
research of Health Insurance Assn.; 
Albert V. Whitehall, director of health 
insurance of Life Insurance Assn., and 
James R. Williams, vice-president of 

(CONTINUED ON PAGE 35) 


AALU’S DEDUCTION: 


Treasury Seeking To 
Inject Pet Theories 
Into Qualified Plans 


WASHINGTON — Commenting on 
the Treasury’s statement on what it 
thinks should be in an acceptable suc- 
cessor to the Keogh bill, Cooper & 
Silverstein, counsel for Assn. of Ad- 
vanced Life Underwriters, make this 
statement in a bulletin to members: 

“It is not certain that any one or all 
of the Treasury’s recommendations 
will be accepted by Congress. Even if 
the concept of coverage for self-em- 
ployed individuals within qualified 
pension plans is accepted, many of the 
particulars of the Treasury’s proposal 
will place undue restrictions on the 
self-employed. 


Using It As Vehicle 


“In addition, it appears that the 

Treasury is using the proposal as a 
vehicle for certain of its long-standing 
theories of reformation with respect 
to qualified pension plans. Passage in- 
to law of these theories would result 
in a marked reduction of the tax 
benefits of qualified plans. 
“ Furthermore, the ‘Treasury re- 
quests that ‘the exemption from estate 
and gift taxes of pension rights at- 
tributable to employer contributions 
under qualified plans should also be 
re-examined.’ 

“After requesting that the door be 
opened to allow a lamb shelter, the 
Treasury is attempting to push through 
an army of lions. 

“Your AALU counsel are working 
closely with both the Senate finance 
committee and with the Treasury. Our 
efforts are directed towards obtaining 
passage of H.R. 10 (the Keogh bill) in 
a form that will cover full-time life 
insurance salesmen without the re- 
strictions that may reduce the effec- 
tiveness of qualified pension plans and 
thus reduce insurance sales potential.” 

The AALU bulletin includes a sum- 
mary of the Treasury proposal with 
respect to a successor to the Keogh 
bill and is accompanied by a com- 
plete text of the Treasury position, 
which was summarized in THE Na- 
TIONAL UNDERWRITER of last week and 
is printed in full elsewhere in the cur- 
rent issue. 





LIAMA Spring A&S 
Meeting Has Great 
Variety Of Topics 


DeGelleke Elected Chairman; 
275 Hear Legislative, Sales, 


Other Subjects Discussed 


“A&S Decisions Faced by the Agen- 
cy Vice-President,’ was the theme of 
LIAMA’s spring A&S meeting at 
Chicago’s Edgewater Beach Hotel this 
week, but that title barely indicates 
the great variety of topics covered. 

Federal legislation, cost factors, 


sales, merchandising, persistency and 
management were just part of the 





William B. Cornett, A&S director 
Prudential, retiring A&S_ chairman, 
left, congratulating the incoming chair- 
man, G. Warren DeGelleke, director 
A&S sales New York Life. 


many subjects discussed at the two- 
day meeting before a turnout of 275. 

Elected chairman of the A&S com- 
mittee was G. Warren DeGelleke, A&S 
director New York Life, replacing 
William B. Cornett, A&S director 
Prudential. Named to three-year terms 
on the committee were A. E. Elander, 
2nd vice-president Equitable Society; 
J. Kenneth Higdon, assistant vice- 
president Business Men’s Assurance; 

(CONTINUED ON PAGE 33) 





Three new 
members of 
LIAMA’s A&S 
committee, from 


left, A. E. Eland- 
er, 2nd vice-presi- 
dent Equitable So- 
ciety; Paul Light, 
regional vice-pres- 
ident Pan - Amer- 
ican Life, and J. 
Kenneth Higdon 
assistant vice- 
president Business 
Men’s Assurance. 
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FieNATIONAL UNDERWRITER 


Here’s Full Text Of What Treasury 
— Says About Keogh Bill’s Successor 


Following is the full text of the 
letter from Treasury Under Secretary 
Scribner to Chairman Byrd of the 
Senate finance committee on what the 
Treasury thinks should be provided 
as a substitute for the Keogh bill. The 
letter was summarized in last week’s 
issue but because of the widespread 
interest that the life insurance busi- 
ness has in the outcome of this legis- 
lation the complete text is presented 
here. 

The first part deals with the back- 
ground of the situation, and gives 
clues to the underlying considera- 
tions in the Treasury people’s think- 
ing. The suggestions as to what, 


Actuaries’ Western 
Spring Meeting 
Program Is Set 


The program has been set for the 
western spring meeting of Society of 
Actuaries, May 5-6, New Orleans, 
Roosevelt Hotel. 

Presentation of papers will start 
the first days events: “Occupation, 
Social Class and Mortality,” Arthur 
Pedoe, research actuary; “First Year 
Lapse and Default Rates,’ Norman F. 
Buck, Lincoln National Life; “‘Actua- 
rial Note: A Layman’s Explanation of 
the Expectancy Annuity,’ Harry M. 
Sarason, consulting actuary; “Actuari- 
al Note: Tabulation of the 1941 CSO 
Mortality Table on the Basis of Age 
Last Birthday,” Charles Greeley, Met- 
ropolitan Life, and “Actuarial Note: 
Monetary Functions on GA-60 Mor- 
tality,’ Gordon J. Munro, Mutual Life 
of N.Y. 

An informal discussion of invest- 
ment policy and inflation; policyholder 
relations; reinsurance; federal income 
tax, and society meetings and pub- 
lications follows. 

The afternoon consists of three ses- 
sions: Employe Benefits—group life, 
group A&S, and pension and retire- 
ment plans; Industrial Insurance— 
mortality, underwriting, policy plans, 
provisions and benefits, compensation, 
and future of industrial insurance; 
and Ordinary Life—agency problems, 
expenses, underwriting, and fraction- 
al premiums.. The three chairman are, 
respectively, Philip F. Finnegan, Pru- 
dential; Bruce W. Batho, Life of Geor- 
gia, and John W. Clarke, Gulf Life. 

The second morning will continue 
the informal discussions of general in- 
terest subjects. The afternoon will be 
devoted to a smaller company forum, 
Eugene Wisdom, Rudd & Wisdom, 
chairman. Subjects covered include 
federal income tax; annual statement, 
and electronic data processing. 

First Equitable Of Ia. Campaign 
For Windsor Produces $19 Million 

James H. Windsor, president Equi- 
table Life of Iowa, was honored during 
March in the traditional observance of 
President’s Month, with an $18,808,902 
volume of new paid production. This 
was the first campaign in Mr. Wind- 
sor’s honor. He became president a year 
ago succeeding the late F. W. Hubbell. 

The J. D. Hopper agency of Harris- 
burg led all agencies with a total of 
$1,184,863. F. G. Sherer, Terre Haute, 
of the Indianapolis agency, led all 
agents in personal production. 





specifically, should be done to remedy 
what the Treasury considers to be 
flaws in the Keogh bill’s approach 
start at the sub-headline “Alternative 
approach.” 

After the close of the hearings on 
H.R. 10 before the finance committee 
last year, you requested the Treasury 
Department, in cooperation with the 
staff of the joint committee on in- 
ternal revenue taxation, to search for 
a better approach to the treatment of 
the retirement savings of self-em- 
ployed people than H.R. 10. We are 
accordingly responding to your request 
with a discussion of an approach 


which would grant self-employed in- 
dividuals treatment comparable to 
that received by employes covered by 
qualified pension plans and at the 
same time avoid the many serious 
problems inherent in H.R. 10. 
Present law accords favorable tax 
treatment to pension plans, established 
for the exclusive benefit of employes 
or their beneficiaries, which qualify 
under the internal revenue code. Cov- 
ered employes under qualified plans 
are not taxed currently on employers’ 
contributions made on their behalf to 
these plans. Instead, the employes 
generally include the benefits from 
(CONTINUED ON PAGE 22) 








Crawford H. Ellis, president of Pan- 


American Life, right, presents an 
engraved plaque to Charles J. Smith, 
underwriting executive, on his re- 
tirement after 45 years with the com- 
pany. Mr. Smith was also presented 
with his final salary check, his first 
retirement check and a portable tele- 
vision set. He is a past president of 
Institute of Home Office Underwriters 
and has been on the executive council 
of Home Office Life Underwriters 
Assn. 


New Mutual Fund Offered: 
Secured By Credit Life 


A new contractual investment pro- 
gram has been put on the marxet tied 
in with group credit life to assure 
completion in the event of the buyer’s 
death. 

United States Life, Continental As- 
surance and Old Republic Life will be 
the insurers for the plan. Investors 
will have a choice of the stock of Com- 
monwealth Investment Co., Common- 
wealth Stock Fund, and Common- 
wealth Income Fund. 

The plan is being initially offered 
in New Jersey, New York, and the 
state of Washington. 








1960 Nebraska Handbook 
Is Off The NU Press 


A new Underwriters Handbook of 
Nebraska has just been published 
by the National Underwriter Co. 
It provides complete and up-to- 
date information on the agencies, 
companies, field men, _ general 
agents, groups and other organiza- 
tions affiliated with insurance 
throughout the state. Copies of the 
new Nebraska handbook may be 
obtained from the National Under- 
writer Co., 420 East Fourth Street, 
Cincinnati 2, Ohio. Price $12.50 each. 











President's Awards 
Go To U. S. Life's 
Leading Producers 


United States Life’s president’s 
award for over-all agency perform- 
ance was awarded to the Dascit agen- 
cy in New York. Emanuel Dash and 
Stanley Blau, co-general agents, re- 
ceived the award at the company’s 
convention in Hollywood, Fla. 

In second place was the Constitution 
agency in New York, which also took 
second place for general agency life 
production and group life volume. 

Raul Gasteazoro, Panama, received 
the president’s award as top individual 
producer and Philip L. Y. Kong, New 
York, was second. Elmer G. Leterman, 
New York, was the company’s leading 
individual group producer and his run- 
ner-up was Philip Gordis, also New 
York. 

First and second place awards for 
general agency persistency went to 
the MacGrath and Baron agencies, 
both at New York. The Ter Bush & 
Powell agency at Schenectady and 
Buffalo won A&S agency honors for 
leadership in total premiums. Other 
A&S awards went to the Marlyn agen- 
cy, Philadelphia, for the largest total 
new premiums paid, and the Manuel 
San Juan agency, San Juan, Puerto 
Rico, for the most improved A&S 
agency. 


Pa. a Wants 
Name Deleted From Ads 


The Pennsylvania department has 
directed insurers to stop using its 
name in future advertising and to 
destroy any ad material which refers 
to the department. The action was 
prompted by company statements cit- 
ing supervision or approval by the de- 
partment, apparently with the intent 
of impressing prospective insured with 
the solvency of an organization and the 
desirability of its contracts. 

The department stated that it can- 
not recommend one authorized insur- 
er over another, nor can it permit the 
use of its name in behalf of any com- 
pany. It considers reference to its 
name in an ad as a violation of the 
statute prohibiting deceptive and mis- 
leading advertising. 


State Mutual Life Sales 
In First Quarter Gain 45% 


First-quarter sales of individual and 
group life insurance by State Mutual 
Life exceeded $112 million, an in- 
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Insurers’ Payment 
Data Aid Recipients 
Filing Tax Returns 


WASHINGTON—Results of a sur. 
vey of the 50 largest life companies’ 
indicate a consistent and extensive 
effort by the life insurance business . 
to aid policyholders and beneficiaries | 
in preparing their tax returns by | 
notifying them what portion of Pay.’ 
ments made to them by the companies | 
may be subject to taxes. \ 

The survey was undertaken by 
American Life Convention and Life 
Insurance Assn. of America at the’ 
request of the Treasury Department 
as a part of the Treasury’s campaign , 
to obtain the cooperation of business 
and of individual taxpayers in the 
complete reporting of items of income ¢ 
such as interest and dividends. Re. 
sponses were received from 45 of the 
life companies representing approxi- | 
mately 85 of the total assets of the 
business. 


‘ 


Find Variety Of Procedures 


A summary of the survey presented | 
to the Treasury Department demon- 
strated the scope of the program of | 
tax information to policyholders and 5 
beneficiaries maintained by life com- 
panies. The survey indicated that 39 
of the 45 companies have a variety. 
of procedures for notifying the con- 
tract holder that interest paid or| 
credited under interest options is in- « 
cludable in gross income. The bulk of | 
these companies notify the contract | 
holders annually that interest is re.’ 
portable. 

Of 45 companies reporting on their 
notification procedure in connection 
with installment options arising under 
death claims, surrenders and endow-., 
ments, all but four of these compa- | 
nies indicated that they notify the! 
contract holders of the portion includ- 
able in gross income. The majority of 
the companies either notify all con- , 
tract holders automatically regardless 
of amount or notify contract holders | 
if the taxable amount is over $600. ° 


43 Have Standard Procedure 


The ALC-LIA survey indicated that f 
43 of the companies have a standard | 
procedure for notifying contract hold- | 
ers of the taxable portion of annuity 
payments and that the two other com- | 
panies notify the contract holders 
when requested. More than half of the 
companies reporting in the survey | 
automatically notify all contract hold- | 
ers regardless of the amount of annuity | 








‘payments involved. | 


In reply to questions involving the ; 
sending of tax form 1099 to the con- 
tract holders, 41 companies reported 
that they automatically send a copy to 
the payee if the company filed a form 
with the federal government. In ad- | 
dition, 36 companies either submitted 
sample forms to notify payees of the 
payments made by them, or the com- ; 
panies would indicate that such docu- 
ments were in use. The results of the \ 
survey also described the practices 
employed by life insurance companies 
in notifying policyholders of the tax ; 
nature of dividends held on deposit. 








crease of 45% and a record. ’ 

The total included more than $61 
million of group life and almost $51 | 
million of individual. Comparative sales | 
figures last year were $28 million , 
group life and $48 million individual. 

In March individual life sales in- 
creased almost 17%, a record; indivi- 
dual A&S premiums rose nearly 14%. 
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“Had to find some way to handle all the calls since we've been 
pushing Provident Mutual accident and sickness coverages.” 


Yes, Accident and Sickness is becoming a busier 
line with many an agent and broker. They’ve 
discovered what Provident Mutual offers them 
to sell. 


That means liberalized, flexible plans to suit just 
about any prospect you'd encounter. Income Pro- 


tection policies, Hospital-Surgical plans and Major 
Medical Expense policies are all included in Provi- 
dent Mutual’s portfolio. 


The commission structure and terms are a very 
interesting part of the story, too. Well worth 
looking into. 


Provident Mutual 


Life Insurance Company of Philadelphia 
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Chic: .o Life Agents Hold Sales Workshop; 
“oy Gerber’s Views On New Companies 


the annual sales workshop of Chi- 
ago Assn. of Life Underwriters was a 
back-to-school 
movement, both 
literally and fig- 
uratively, as some 
600 life agents con- 
vened for an all- 
day session at the 
downtown campus 
of Northwestern 
University. In ad- 
dition to individual 
speakers in the 
morning, simul- 
taneously eight 
panel discussions 
were conducted in the morning and 
repeated in the afternoon. The work- 
shop theme was “Make No Small 
Plans.” 

Director Joseph S. Gerber, the first 
speaker, said the Illinois insurance de- 
partment intends to jealously guard 
the rights of Illinois citizens, “In doing 
so we will not stifle competition. We 
will encourage it. We will nurture it. 
We will assist the new and small, for 
I believe with all my heart that this 
regulatory philosophy will preserve 
state regulation and sustain our free 
society.” 

Mr. Gerber balanced his talk be- 
tween professionalism in the sale of 
insurance and the vital necessity of 
free competition. He declared that the 
department expects all agents and com- 
panies, old and new, to serve the pub- 
lic interest. “New concepts of coverage, 
yes, but no flim-flam, no sham, no 
promises that cannot be fulfilled.” (At 
this point he received a hearty out- 
burst of applause.) 

To emphasize that the department 
recognizes its responsibility, the di- 
rector pointed to certain facets of its 
legislative program. He said in press- 
ing for this program the department 
did not intend to place undue burdens 
upon individuals, who, by law, have a 
right to engage in the business of in- 
surance. The law regulating the issu- 
ance of insurance stock is an example 
of such legislation. 

“Inasmuch as the control over the 
sale of insurance stocks was exempt 
under the Illinois securities law, it be- 





Joseph S. Gerber 


came vital that some authority assume 
responsibility in this area. It was not 
only a question of protecting Illinois 
citizens, but the integrity of the in- 
surance business was at stake. All per- 
sons in the business of insurance, in- 
cluding those who were organizing 
new insurance companies, did not de- 
sire to make Illinois a dumping ground 
—a haven for the unscrupulous. 

“In enforcing the provisions of this 
section of the law our department has 
set up reasonable requirements, all ded- 
icated to give dignity to the business 
of insurance in the state of Illinois.” 
Mr. Gerber mentioned a number of 
other laws adopted which he said will 
bear investigation as being in the pub- 
lic interest, one of these providing that 
dividends can only be paid out of 
earned surplus. “This law was intended 
to make all companies strong and sol- 
vent before distributing dividends. 

“T am not unmindful of the tremen- 
dous competition that prevails in the 
life insurance business. I am _ fully 
aware that many of you have been cri- 
tical of new companies and their agen- 
cy forces. From reports emanating from 
other areas of the country, the same 
situations have developed elsewhere. 
As a matter of record, in the past three 
years only 10 new legal reserve life 
companies have been organized in II- 
linois. This is far less than the number 
of new life companies organized in 
most states.” 

“The department is now in the pro- 
cess of studying various other aspects 
of coverage which have been of concern 
to you. Full and complete review will 
be given to the questions of paid-up 
policies and language of profit sharing. 
However, there are actuaries who do 
give credence to the position of these 
concepts. Nevertheless, we are confi- 
dent that these particular problems 
will be resolved in the public interest 
within the concept of free enterprise 
and that the well-being of the agency 
system of life insurance will be sus- 
tained.” 

Mr. Gerber touched on another point 
which the life agents brought up 
last year when he said that of far 
more serious import to the life agents’ 

(CONTINUED ON PAGE 27) 
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Seen on the speakers’ platform at the Chicago life agents’ workshop. ‘ 


chairman; Harold B. Walker, minister First Presbyterian Church, Evanston, IIL; , 


Walter G. Gastil, west coast director of agencies Connecticut General, and H. 
Kennedy Nickell of the same company, who introduced Dr. Walker, and George 


- Prudential. 


H. Schuermann, Union Central Life, president Chicago Assn. of Life Under- 


writers. 





1960 Edition Of 
A&S Time Saver 
Is Off The Press 


The 1960 Time Saver for health 
insurance, in its almost 1,000 pages, 
presents again the changing panorama 
on the policy scene in individual health 
insurance. The book, now in its 37th 
edition, is the annual reference for 
policy information for agents. It is 
published by the Accident & Sickness 
Bulletins of the National Underwriter 
Co. It describes the commercial, non- 
cancellable, and guaranteed renewable 
contracts being issued by nearly 100 
companies. The price is $6.50 a copy. 

The book is, in a way, an annual 
review of the activities among the 
represented companies in meeting the 
three challenges with which they are 
faced—the threat of socialized insur- 
ance, the demands for more and more 
in coverages, and the strong competi- 
tion in the business. 

The new book contains an increased 
number of hospital and surgical poli- 
cies that are guaranteed renewable for 
life. In these, the companies have the 
right to adjust renewal premiums by 
class or policy form. There are also 
more guaranteed renewable policies 
for senior ages. There is a gradually 
growing number of loss-of-time poli- 
cies which are of the guaranteed 
renewable type as distinguished from 
strictly non-cancellable policies. A 
quite large representation of guaran- 
teed renewable major medical policies 
is in evidence, and several companies 
guarantee theirs for life. In non- 
cancellable coverages, the trend con- 
tinues among more companies in the 
offering of income protection with long 
indemnity periods and with a variety 
of waiting periods—up to 365 days. 

Supplemental information in the 
Time Saver includes brief descriptions 
of disability provisions in life insur- 
ance policies of some 170 companies. 


Monroe Rathbone Elected 
A Director Of Prudential 


Monroe J. Rathbone, president of 
Standard Oil Co. of New Jersey since 
1954 has been elected a director of 
Mr. Rathbone has been 
with Jersey Standard since 1921 when 
he joined an affiliate, Standard Oil of 
Louisiana. He became president of the 
Louisiana firm in 1941 and when it 
merged with Esso Standard Oil he was 
elected president of the surviving 
company. 


Program Given For 
Southern Round 
Table Annual Rally 


“The Future Is You” 
theme of the annual meeting of the 
Southern Round Table of Life Insur- 


will be the | 


ance Advertisers Assn. May 8-10 at | 


Castle-in-the-Clouds, Lookout Moun- 


tain, Chattanooga, Tenn. Robert Lan- | 


caster, Life of Virginia, is chairman. 

First speaker Monday May 9, will 
be Hai Nutt, director of the Purdue 
course, who will talk on improving 
the public’s image of the life insur- 
ance agent and tell why it is the 


responsibility of the Round Table to | 


do this. 


Powell Stamper, assistant vice-pres- | 


ident of National Life & Accident, will 


talk on “What We in SRT Should Try | 
to Do with Our Advertising.” Jay Leav- | 
ell, vice-president of Guaranty Savings | 


Life, will discuss “How to Create the | 


Zeal to Sell.” 


LAA President To Speak 


Robert Kieffer, assistant vice-presi- 
dent Metropolitan Life and president 
of LAA, will give his progress report 


at the luncheon. In the evening there | 


will be the president’s reception, fol- 
lowed by dinner, at which Shearen Ele- 
bash, state director of Lamar Life in 
Alabama, will entertain. 

On Tuesday a forum on “This Is 
Our Best” will be conducted by Dodge 
Geoghegan of Occidental of North Car- 
olina. This will be in four parts, with 
companies showing their best or “hot- 
test” ideas in sales promotion, editing, 
advertising and public relations. 


Trentman Luncheon Speaker 


At the final luncheon the featured 
speaker will be H. W. Trentman, presi- 
dent of Occidental of North Carolina, 
who will discuss the responsibility of 
SRT members in communicating top 
management’s views. His subject will 
be “If You Would Help Top Manage- 
ment, First Be a Part of Top Manage- 
ment.” 


Aldrich Incorrectly Identified 

A report of the stock offering of the 
new Mid-Central Life of South Bend 
in a recent issue identified its president, 
George A. Aldrich as president also of 
Universal Auto of Indianapolis. Mr. 
Aldrich is a director of Universal Auto. 
The president of that company is F. W. 
Jannasch. 
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WILMA L. JENKINS 


Mrs. Wilma Jenkins had no 
previous life insurance 
experience before coming 
to Franklin. 


Here is a record of her 
year by year earnings as 
reported to the Department 
of Internal Revenue. 


ee ee we we 
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$ 7,306.32 
6,408.05 
15,821.67 
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Sts a Woman's Wetld 


100. oe AT FRANKLIN LIFE 


February 25, 1960 
Mr. Francis J. O’Brien, Vice President 
The Franklin Life Insurance Co. 
Springfield, Illinois 


Dear O'B: 


My three years as a member of the friendly Franklin organization 
have been among the happiest of my life. With no previous life 
insurance experience, my earnings have reached a point far beyond 
my expectations. But now that I have been shown the way, I expect 
my earnings to increase each year. 1960 should bring me an income 
of at least $25,000. 

But it is not earnings alone that have made my association with 
the Franklin Life so very enjoyable. It is the dynamic leadership of 
President Becker, my happy relationship with all you Home Office 
executives, plus the sympathetic understanding and patient guidance 
of my regional manager Jack Wiseman who undertook the task of 
teaching me to sell life insurance when I knew nothing about the 
business. 

The salability of our merchandise together with that priceless 
sales aid, the audio-visual, which Franklin has provided, proved to 
be the keys which made it possible for me to quickly reach a five 
figure income. Over 97% of my sales are on Franklin special plans. 

1959, our Diamond Jubilee Year, has certainly been fantastic for 
me. My earnings doubled, and volume soared. Ours is the one great 
business where no capital investment is required, no previous experi- 
ence is necessary, and earnings can be great. And in what other 
occupation can women earn money equal to the earnings of men 
for equal effort! There is the additional tremendous satisfaction of 
knowing that I am helping my fellow men to provide for their 
future, regardless of what tomorrow may bring. My clients are my 
dear friends. 

I am deeply grateful to all of you who have aided me in becoming 
a prosperous and successful underwriter with the wonderful Franklin 
Life. 

Cordially, 


Wilma L. Jenkins 


An agent cannot long travel at a faster gait than the company he represents! 








Lhe Friendly 


RAN QTL COMPANY 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 


The largest legal reserve stock life insurance company in the U.S. devoted 


exclusively to the underwriting of Ordinary and Annuity plans 
Over Three Billion Six Hundred Million Dollars of Insurance in Force 








FteNATIONAL UNDERWRITER 


The size of the benefit needed de- 


How Much A&S Should A Man Buy? As Much pends on the scale of hospital charges 


in the community and the economic 

Fé status of the family, he said. The agent 

As He Needs, But Not More, LIAMA Hears should be acquainted with the level of 
lhe question of how much A&S in- afford to buy a sufficient amount to hospital _charges in his community. 
surance a man needs was answered by replace his entire anticipated income, Considering the salary level of the 
J. M. Wickman, 2nd vice-president of so the agent is usually free to propose applicant, he should recommend a 
A&S, Mutual of New York, at the A&S as much as the applicant can pay for. Plan that will take the shock from a 
spring meeting of LIAMA at Chicago. With A&S, this is frequently not the hospital bill in either a semi-private 
The answer: As much as he really case. The cost of an A&S policy that or private room, whichever is appro- 
needs, but no more. will provide a substantial amount of priate. One need not provide top level 
Mr. Wickman observed that in life coverage is not a great deal, so most benefits for a family in a lower income 
insurance the question seldom comes people can afford to buy not only an bracket any more than to expect a 
up. The average man usually cannot ample amount, but often too much. $20,000-a-year person to be satisfied 











“J.B. never did get around 
to planning his retirement. 


99 


How many of your clients talk about providing for retirement, 
but never seem to get around to doing much about it? Perhaps 
you can turn their procrastination into decisive action by using 
a Great-West Life annuity contract as the basis of your 
proposal. The very favorable rates and other advantages of 
Great-West’s annuities have helped many a broker hear “yes” 
instead of “no” or “not just now”. 


For more information on Great-West’s experience-backed, 
flexible and extensive annuity portfolio, contact one of 
Great-West’s thirty-two branches in the United States. 


THE 


Great-West Lire 


ASSURANCE COMPANY 


HEAD OFFICE - WINNIPEG, CANADA 
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with a policy that falls far short of the | 
charges for the accommodations he | 
will demand. 

One may feel that there is no oppor- 
tunity for an individual to profit from ; 
a reimbursement hospital policy re. 
gardless of the amount, but experience 
has shown that when 100% of a bill is 
paid, there is a tendency towards 
over-utilization and this can only © 
result in an unsatisfactory claim ex. 
perience, he pointed out. 

Mr. Wickman said that duplication of 
coverage, while not occurring so fre- 
quently, is definitely a problem when 
it does exist. The agent who knowingly 
writes a policy on top of existing 
coverage so that the total is in excess 
of anticipated losses is not only con- 
tributing to insured’s attempt to make 
a profit from his insurance, but he is 
also inviting spurious claims, bringing | 
on added expense of investigation, 
which profit could result in regulation 
and legislation. ' 


Compares Plans 


He said he thought that the de- 
ductible plans are not as popular as 
first dollar coverage. “I think this is 
most unfortunate. We should encour- 
age the insured to assume these small 
losses and use his premium dollar for 
protection against larger or other types 
of losses. . . . I think deductible plans 
can be sold if we intelligently make an . 
effort to do so.” | 

In the major-medical field, he said | 
he saw no danger of duplication. “I 
can’t quite imagine a person buying 
two major-medical policies each with 
a $500 deductible, for example. 

“Here again, the coverage should be 
gauged to the need and economic| 
status of the buyer. If there is basic 
coverage, the major-medical should 
contain a large enough deductible so 
as to minimize the opportunity for 
duplication of benefits in the hospital- 
surgical policy.” 

Commenting on fraudulent claims, | 
Mr. Wickman, suggested that the per-!| 
son who cheats on collecting health; 
insurance claims be penalized in the| 
same way as the arsonist who cheats: 
his fire insurer. | 

“How rauch disability income should | 
one own?” he asked. “If we answer/ 
that question by asking the applicant 
how much he needs, the reply is apt to: 
be an amount equal to or perhaps 
even greater than his salary. Many; 
contend that they spend more now 
than they make.” 

He decried “policy peddling” in the 
A&S business, but he said he didn’t 

(CONTINUED ON PAGE 18) 
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Pugno Is Mutual's | 


1959 ‘Man Of Year’ | 


Alfred Pugno, Fremont, Mich., hasj 
been elected Mutual of New York's 
1959 man of the year. The selection, 
made by a committee of Mutual's 
leading agents, was announced at the) 
annual conference of the Top Club 
Round Table in Clearwater, Fla. 


8 Bankers Of Neb. Agents Quality 


Eight Bankers of Nebraska agents 
have qualified for 1960 membership in 
the wall of fame, the company’s top 
honor. They are Clifford Brauff, Spok- 
ane; James Brown, Pittsburgh; Charles 
Chris, Detroit; Paul Fansler, Fresno; 
Thomas McDonough, Pittsburgh; Jack 
McKillop, Sacramento; and Patrick 
Muldoon, Rapid City, S.D., all qualify- 
ing for the second time. George Mc-| 
Hargue, Grand Island, Neb., is the lone 
newcomer. Membership requirements 
involve production volume, number of 
lives, first-year commissions, and per- 
sistency ratio. 
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MAKING NEWS IS OUR BUSINESS-—In all probability, the next paper you read will 


contain news made by Continental Assurance. Most likely our name won’t be mentioned, but we’ll be there—a 
y y 


significant part of the event. © Case in point: R. L. James, home from a long and costly siege in the hospital. His 
is a happier homecoming because he had a Continental Assurance Major Medical policy to cover the bulk of his 
$4,965 bill. © Major Medical plans by Continental Assurance typify the progressive, practical coverages 
Continental Assurance provides. Imaginative approaches to insurance are reasons for our steady growth... our 


strength and stability. Ask your own insurance consultant, your friend, about Continental and what it offers you. 


vnnceceae Continental Assurance 


: COM PAN Y 
PNe) eX-r-lalare Chicago 


i al U . S. N AV A member of Continental-National Group 






and TIME ...1960 








Tells LIAMA How To 
Place More Written 
Disability Business 


Ways to place more written disa- 
bility business were discussed by 
Roland J. Splittgerber, 2nd vice-presi- 
dent and director of agencies Loyal 
Protective Life, at the A&S spring 
meeting of LIAMA at Chicago. 

Four basic questions involved, he 
said, were: 

1. What is the company’s philosophy 
toward disability income? 

2. Does the company furnish its 
field force every month with forms 
covering production activity? 

3. Does the company give recogni- 
tion to the man with a quality oper- 
ation? 

4. What is the company’s position 
regarding a not-taken policy issued as 
applied for? 

“How about the company’s philo- 
sophy as regards disability insurance?” 
he asked. “Do you have a hard hitting 
organized sales track as you do in life 
insurance? Or, do you offer it merely 
as a convenience to the field force if 
the prospect happens to ask for it? My 
experience indicates that if the busi- 
ness is originally sold properly and 
completely, it can be placed with little 
difficulty even though, within reason, 
of course, it requires a rider, a rate-up, 
or what have you. 

“Assuming you have an organized 
sales procedure, how logically and 
distinctly is the “need”? developed and 
presented? We program life insurance 
to develop the family’s needs, do we 
not? Disability insurance is no differ- 
ent in this respect, we sell what they 
need through pointing out those 
needs.” 

The first step in reducing the num- 
ber of rejections, not-takens, or with- 
drawals comes first through teaching 
a sound sales procedure for disability 
insurance, he said. Teaching the sales 
force how to properly deliver a disa- 
bility policy is equally important so 
the client knows what the policy will 
or will not do, and that he had re- 
ceived exactly what he bought. 

The next and all important step, is 

(CONTINUED ON PAGE 16) 





Six leaders in John Hancock’s district agency organization, after receiving 
their trophies at the annual President’s Club meeting in Miami Beach, pose 
with Byron K. Elliott, president. From left are Jacob DeSpirito, Providence, 
leading assistant district manager; George Gelinas, New Haven, winner of 
the vice-president’s trophy for group sales leadership; Thomas Jennings, Stam- 
ford, Conn., who was awarded the president’s trophy; Mr. Elliott; LeRoy Bran- 
ton Jr., St. Petersburg, Fla., winner of the president’s trophy for outstanding 
achievement in the development of a new territory; Anthony Balzano, Provi- 
dence, leading district agent; James F. Dougherty, regional director of the mid- 
continent region, holding president’s citation for leading regional territory. 





Plans Dropped For 
American Life Fund; 
Interest Lacking 


Plans to form American Life Fund 
Inc., a closed-end investment company 
specializing in life insurance stocks, 
have been given up by First Boston 
Corp. and the management of the fund. 

The move came after an extensive 
campaign to arouse the interest of 
securities dealers and investors indi- 
cated that only $16 million of the pro- 
jected minimum of $25 million would 
be subscribed. 

“To offer a reduced number of 
shares would be contrary to the origin- 
al concept of the undertaking,” the 
sponsors stated. 


Agency Cashiers To 
Meet At Houston 


The annual convention of Life 
Agency Cashiers Assn. will be held 
May 27-29 at the Shamrock-Hilton 
Hotel, Houston. The program in- 
cludes panel discussions, banquets, and 
a sightseeing trip and picnic on the 
Gulf Coast. Breakfast speaker on the 
final day will be Dr. Dawson Bryan, 
director of religious education of Tex- 
as Medical Center. 








@ Available for you—loans on your renewal 


commissions—for additional working capital. 


for business expansion, for personal use. 


Prompt, efficient, confidential service, from an 


organization that understands the needs and 


assets of life insurance underwriters. 


Life Underwriters Service Corporation 


Mail this 
Coupon 
- today 


Name_ 


Address__ 





Life Underwriters Service Corp. 
Security Bldg., 


I am interested in your service. Please send further 
information, at no obligation to me. 


Denver 2. Cole. 


W.O.W., Omaha, Has 
New President; May 
Move To Southeast 


Directors of Woodmen of the World 
Life of Omaha, meeting at Miami last 
week, removed Howard M. Lundgren 
from the presidency and replaced him 
with E. D. Rivers, former Georgia gov- 
ernor, who has been acting as chair- 
man. Mr. Rivers is serving temporarily 
until a full-time successor can be cho- 
sen at the society’s sovereign camp 
at Nashville April 28. 

W.O.W. of Omaha has been under- 
going stormy days. There has been 
much publicity in the Nebraska press 
that the fraternal was planning to 
move to some city in the southeast, 
one story saying five southern cities 
had made bids. Mr. Lundgren had 
charged this was part of a smoke 
screen by Mr. Rivers to gain control of 
the organization. Commissioner Cravey 
of Georgia entered the controversy 
with a statement accusing the Nebras- 
ka department of employing intimida- 
tion tactics to keep the society from 
leaving Omaha. 


Grubbs Wants Records 


Director Grubbs of Nebraska has is- 
sued a subpoena ordering W.O.W. of- 
ficers to bring him records of the Mi- 
ami meeting. He added a statement: 
“T also am preparing further action 
having to do with the licensing of the 
society.” 

The Nebraska department began an 
examination of W.O.W. on March 4, 
following reports that it planned to 
move from the state. 

L. T. Oliver, Richmond, resigned 
from the board at the Miami meeting. 
He said poor health and important per- 
sonal business commitments forced his 
action. 


Study Legality Of Move 


William Mooney, W.O.W. general 
counsel, told the Nebraska department 
that he and the fraternal’s advisory 
committee had spent so much time 
hearing sales talks by potential new 
home office cities that they had little 
time to study the legality of moving 
the headquarters. The Nebraska attor- 
ney general has ruled that the faternal 
could not move without merging with 
another organization or dissolving as a 
Nebraska corporation. Either of these 
moves would require Nebraska ap- 
proval. 

Mr. Mooney said a legal subcom- 
mittee has recommended that enough 
of the headquarters be retained in 
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Senate Unit Hears 
Views Of Insurers 


On Ageds’ Problems 


WASHINGTON—Three = spokesman 


| 


| 
| 


from the A&S business—two testify. , 


ing for their companies and one for 


Health Insurance Assn.—told the Sen. | 
ate subcommittee on problems of the | 


aged and aging what insurance com- 
panies are doing about getting health 
coverage to the over-65 group and 
why they think that the problem of 
health care costs for the aged can best 
be handled under a voluntary system. 

Speakers from the business included 
Walter M. Foody Jr., vice-president of 
Continental Casualty; Durward D. Ul. 


fers, executive vice-president of Mu- | 


tual of Omaha, and J. F. Follmann 
Jr., HIA’s director of information and 
research. 


Major Medical Available 


Mr. Foody, after explaining what 
his company has already done to bring 
A&S coverage to the aged—with spe- 
cial emphasis on the public’s accept- 
ance of Continental Casualty’s “65- 
Plus” policy—explained that Continen- 
tal was in the process of notifying its 
older policyholders in Illinois of the 
availability to them of a major medi- 
cal plan with a $500 deductible and a 
$5,000 maximum. 

Following an outline of the growth 
in recent years of covered persons 
over age 65, Mr. Foody said, “The ma- 
jor problem that exists for the major- 
ity of people over 65, and also for 
younger people who are attempting to 
plan for their future retirement, is not 
whether there is or will be hospital 
insurance available to them. The in- 
surance industry is quite capable of 
making available programs which will 
fit the varying needs of the individuals 
of our country. 


Their primary need is rather some | 





a 





assurance that the future will bring | 


some reasonable stability in the pur- 
chasing power of the dollar, in order 
that those already retired may pre- 
serve the ability to spend part of their 
funds for such insurance, and _ that 
those still in the working years may 
make some intelligent assessment of 
what their retirement needs will be.” 


A&S Presently Available 
Mr. 


Ulfers told the subcommittee | 


that he was testifying “to correct any | 


misunderstanding which may exist 
that health insurance to help cover 
the costs of hospital and medical care 
is not available to people age 65 and 
over.” 

Mr. Ulfers pointed to the record of 
coverage by his own company. He 
stated, “As of Dec. 31, 1959, we had 
over one million senior citizens in- 
sured. This means that our firm (only 
one out of over 900 institutions writing 
health insurance) covers approxi- 
mately one out of 17 people 65 and 
over in the United States.” 


Tells Of Future Plans 


He told the subcommittee what Mu- 
tual of Omaha plans in the way of 
A&S coverage for the aged in the fu- 
ture, mentioning specifically a major 
medical policy renewable for life; a 

(CONTINUED ON PAGE 13) 





Omaha to satisfy legal domicile and 
other operations be transferred to the 
south. He said he understood the 
advisory committee has prepared a 
resolution to move part of the opera- 
tions at once. 
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*"E_iscount 


Your United States Life 
General Agent is always _ 
worth a check! & ~4 








EASTERN 


CONNECTICUT 
Berg, Ellis & Wolf Agency, New Haven 
Goodfellow-Ashmore Agency, Inc., Danbury 
Norman & Mann Agency, Inc., Hartford 


DELAWARE 
American International Life Agencies 
Wilmington 


DISTRICT OF COLUMBIA 
Frank K. Smith 


FLORIDA 
Associated Insurance Agency, Tampa 
Allan Ramsay, Miami . 


ILLINOIS 
Brennan Insurance Agency, Waukegan 

Ira R. Jones, La Grange 

The Life and Accident Agency, Inc., Chicago 


MASSACHUSETTS 
Francis H. Curtin Insurance Agency, Inc. 


Camden 
Eastern Insurance Agency, Inc., Boston 


MICHIGAN 
Higgins Insurance Agency, Detroit 
Holefca & Associates, Detroit 
Kenneth R. Lancaster, Benton Harbor 


MINNESOTA 
Murphy Insurance Agency, Minneapolis 


NEW JERSEY 

C.J. Adams Co., Atlantic City 

Bernard Axelrod, Camden 

The Arthur DeBiasi Agency, Margate City 
J. Stanley Husid Associates, Trenton 





Leone gency, 

The Life and Group Agency, Newark 
Anthony F. Nolan, East Paterson 
William Waddell, Camden 

Weiniger, Schleifer & Co., Newark 
Murray Goldstein, Lakewood 


NEW YORK CITY 
Alva Agency, Inc., NYC 

David H. Baron Agency, NYC 

Berg & Ellis, NYC 

Chapman Agency, Inc., NYC 
Constitution Agency, Inc., NYC 

Dascit Agency, Inc., NYC 

The Di Loreto Agency, Inc., Queens 
Independence Agency, NYC 

Philip L. Y. Kong, NYC 

ames F. MacGrath, Jr., NYC 
Paramount Agency, Inc., NYC 

Nicholas V. Sichenze Agency, Brooklyn 
Sidman, Okun & Scarano, Inc., NYC 
Anthony J. Sollano, Bronx 

White & Winston, Inc., NYC 





NEW YORK 
Aberdeen Agency, Inc., Poughkeepsie 
Chapman Agency, Inc., Buffalo 

Brownyard Agency, Inc., Rochester 

Detto, Krapf, Urso Agency, Huntington Sta, 
Nicholas J. Esposito, Bohemia 

Louis M. Karpel, Rochester 

The King Suburban Agency, Hicksville 
Herbert J. Lennox Agency, Gilbertsville 
Edward G. Maher, Inc., Hempstead 

Einar Pedersen, Freeport 

Donald H. Ruth Agency, Elmira 

Standard Insurance Agency, Williston Park 
Ter Bush & Powell, Inc., Schenectady 

Lester M. Wintz, Elmira 

Yackel & Rupp, Syracuse 





OHIO 

O. L. Boerste Agency, Dayton 

W. E. Lord Co., Cincinnati 

William R. Monroe Agency, Columbus 

W. F. Ryan Agency, Cleveland 

PENNSYLVANIA 

Robert-Adelman, Reading 

Gateway Underwriters, Pittsburgh 

Howard Agency, Inc., Grove City 

Laird-Hagee Co., Harrisburg 

arlyn Agency of Pa., Inc., Philadelphia 

Francis J. Radano, CLU, Philadelphia 
{ RHODE ISLAND 

The Gallagher Agency, Inc., Pawtucket 


MIDWESTERN 
. ILLINOIS 
Brennan Insurance Agency, Waukegan 
Ira R. Jones, La Grange 
The Life & Accident Agency, Inc., Chicago 
KANSAS 
W. E. Meckenstock, Hayes 


MICHIGAN 

Higgins Insurance Agency, Detroit 
Kenneth R. Lancaster, Benton Harbor 
MINNESOTA 

Arthur R. Jepsen, Duluth 


MISSOURI 
William E. Mulliken, St. Louis 


WISCONSIN 


Raygen Life Insurance Agency, Milwaukee 
Gibson Wright, Inc., Eau Claire 


WESTERN 
CALIFORNIA 
Parks & Mey ee Los Angeles 
Benjamin F. Peterson Agency, Brentwood 
Sylvester F. Riebel, Fresno 
enneth T. Sato, Los Angeles 
Charles C. Zahorik Agency, Alhambra 
Hawall 
Brainard & Black, Ltd., Honolulu 


OREGON 

John W. Saunders, Portland 
WASHINGTON 

Washington Agency, Seattle 
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Minn., Vt. Exceed Both Quotas In NALU 


WASHINGTON—Minnesota and 
Vermont are the first state associations 
to oversubscribe both their “charter 
builder” and “donor” quotas in the 
countrywide campaign to pay for and 
equip NALU’s new headquarters build- 
ing here. 

“Charter builders” are those con- 
tributing $100 or more. “Donors” are 
those contributing less than $100. 

On April 1, Minnesota had raised 
a total of $17,085. Its cash quota was 
$16,480. State chairman is Z. Willard 
Finberg, Great-West Life, St. Paul. 
Vermont turned in $4,781. Its original 
cash quota was $2,620. State chairman 
is Bernard H. Zais, Connecticut Mu- 
tual, Burlington. 


13 States Top A Quota Each 


Over the top in “charter builder” 
quotas are Arizona, District of Colum- 
bia, Hawaii, Kansas and Texas. Ahead 
of their “donor” cash quotas are Alas- 
ka, Iowa, Missouri, Nebraska, North 
Dakota, South Dakota, Wisconsin and 
Wyoming. 

“Now that we can salute the first 
state associations to top their cash 
quotas we are more confident than 
ever of our ultimate success,” said 
John C. Donohue, Penn Mutual, Balti- 
more, national fund-raising campaign 
chairman. “While it is true that April 





San Diego Life Managers 
Offer $2,000 Scholarship 


San Diego Life Insurance Managers 
Assn. is offering a $2,000 scholarship 
award to be made to one person this 
year. Purpose of the award is to pro- 
mote a better understanding of the 
nature of life insurance and how it 
serves the families of the community, 
and to help a deserving student meet 
college expenses. 

The scholarship is open to all San 


Diego city and county senior ‘high’ 


school students of good character who 
have acceptable grades for admission 
to an accredited 4-year college or 
university of their choice. 

An examination will be given April 
23 to all applicants and will be based 
upon material to be found in two life 
insurance pamphlets available at all 
schools and published by the Institute 
of Life Insurance. Students with the 
highest scores in the test will be 
selected as candidates for the award. 
The scholarship committee of the man- 
agers’ association will select the win- 
ning student. 

One of the largest individual schol- 
arships given by a local organization, 
response has been gratifying. More 
than 150 of the county’s top students 
have made formal application to take 
the examination and applications are 
still coming in at a high rate. 


250 Pru Agents Attend 


President's Club Meeting 


More than 250 Prudential agents at- 
tended the President’s Club business 
conference at Hot Springs, Va. 

Orville E. Beal, executive vice- 
president, headed the speakers ad- 
dressing the business sessions. Other 
speakers were Sayre MacLeod, vice- 
president in charge of ordinary agen- 
cies; Charles W. Campbell, vice-presi- 
dent; Ardell T. Everett, 2nd _ vice- 
president, and Frederick E. Rathgeber, 
2nd vice-president and actuary. Alan 
L. Reed, 2nd vice-president, presided 
over the meeting, during which the 
year’s trophy winners were introduced. 

All those attending the meeting paid 
for $1 million in business during 1959. 


1 was the closing date for original 
charter builders, we believe that a 
flood of additional contributions for 
$100 or more will come in from those 
who want their names on the supple- 
mental bronze listing that will go in 
the headquarters building. Unlike the 
alphabetical-by-state charter builder 
listing, these names will be alphabeti- 
cal only and will not be erected in 
the headquarters building in time for 
the official dedication.” 


Mr. Donohue urged that all associa- 
tion members make a contribution of 
$10 or more to the building fund so as 
to “make sure that our association’s 
material resources can be fully utilized 
in providing more services to career 
life underwriters in the dynamic mer- 
chandising period into which we are 
moving.” 

A new plan of campaign operations 
puts a larger share of responsibility on 
area chairmen and state association 
presidents and fund-raising chairmen 
for following through on the activities 
of local associations. 









$25,000 or more. 


certain term contracts. 


riders. 
e Lower rates on ADB. 











NOW ...The United States Life brings you 


5 BAND 
UANTITY 


perfected to give you more 
where you sell most. 


Our new Quantity Discount provides you with distinct com- 
petitive advantages. In the popular $10,000-$24,999 range, 
policies earn a big $4.00 per thousand quantity discount 
... And a discount of $4.50 per thousand on policies of 


Quantity Discount is just one of many innovations in 
The United States Life’s 1960 portfolio: 


e All plans available to a minimum of $1,000 except 


e 3 year female rate setback on almost all plans and 


PLUS many other refinements, all to be found in the 
new, consolidated United States Life rate book. 


For additional information, call your nearest United 
States Life General Agent... he’s always worth a 


“Wnlted Sil Life 


INSURANCE COMPANY IN THE CITY OF NEW YOR 


THE OLDEST LEGAL RESERVE STOCK LIFE INSURANCE COMPANY IN AMERICA 


ISCOUNT 


FOUNDED 1850 
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Two Geserations Of 
Ove: 55 Persons Need 
42.5, LIAMA Is Told 


surers have an opportunity to of- 
icy health care coverage for two gen- 
erations of retired persons, Robert R. 
Neal, general manager of Health In- 
surance Assn., said in his address to 
the A&S spring meeting of LIAMA at 
Chicago. It is estimated he noted, that 


one person of every three reaching age 
60 has at least one living parent. By 
the year 2000 it is probable that the 
percentage will have risen until two 
of every three persons at 60 will have 
a parent living. 


Expands Insurance Horizons 


What this means to insurance is that 
men and women must prepare not 
only for their own retired years, but 
also for the later years of relatives a 
generation senior to them, Mr. Neal 
stated. He stressed that the prospect 


of a dual group of retired persons 
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expands the opportunities for insur- 
ance companies to broaden their serv- 
ices. 

Mr. Neal emphasized that more 
companies should develop basic pro- 
grams aimed at the cost of long-term 
hospital and nursing home care, par- 
ticularly for those over age 65. There 
must be an effort to keep costs down 
through deductibles. However, he said, 
quality, rather than cost, should be 
emphasized. 

“As a companion measure,” he 
added, “there should be developed 
(CONTINUED ON PAGE 30) 
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That’s how it is every time you sell 
GUARANTEED INSURABILITY! 
With Security Mutual’s new Insurabil- 
ity Rider, you’re making future appoint- 
ments—bona fide sales appointments! 
Now you can guarantee your young 
clients the privilege of future insurance 
purchases, without evidence of insur- 
ability, when you write Permanent Life. 


Here’s how. 


When your prospect buys Life Cover- 
age, point out the benefits in maintain- 
ing his personal insurability. No matter 
what the status of your client’s health 
or occupation on his purchase option 
dates, you can increase his insurance 
protection! (Up to $10,000 every 3 years 


to age 40.) 





security mutu, 


Richard E. Pille, President. 
Hariand L. Knight, Agency Vice President. 


‘| Jim. 
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Emphasize the solid family security of 
.. the personal estate building 
. the all-around safety. You’ll 
have him for life! (And as a friend, too.) 

Take a look at these low-cost S-M In- 
surability Rider benefits. They’ll gener- 
ate high repeat sales for you! 

No Health, Occupation Restrictions 

Standard Rates Always in Effect 

No Medical Examination Required 

Purchase Credits on First-year 

Premiums 

Sell the Modern Approach to Insure | 
ability — Sell Security Mutual! Contact | 
your Security Mutual General Agent 
today, or write 


| life insurance company 
out Vuliad 


81 EXCHANGE STREET, BINGHAMTON, N. Y. 
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Who Writes Wha? 
For 1960 Gives Full 
View Of Life Market 


The latest information concerning 
which companies are offering modern 
forms of life and A&S insurance, such 
as contracts with premiums graded by 
policy size, lower rates for women, 


| 


| 
| 
| 


“family” policies, sub-standard at older | 


ages, major medical, etc., and com- 
panies which accept surplus or broker- 
age business or write. impaired risks 
is given in the 1960 edition of Who 
Writes What? published by the Na. 
tional Underwriter Co. Providing quick 
answers to all sorts of questions that 
are otherwise almost unanswerable 
this easy-to-use guide is the only 
annual life and A&S reference book 
that is arranged completely by subject 
rather than by company. 

Among the subjects treated for the 
first time in Who Writes What? for 
1960 are dividends graded by policy 
size, companies writing in overseas 
military installations, and the proper- 
ty insurance affiliations of life com- 
panies that offer “one stop” insurance. 
All the other subjects treated in pre- 
vious editions are brought up-to-date 
in this 19th annual edition. 





To locate the answer to any prob- | 
lem, one merely consults the topical | 


index, turns to the page indicated and 
reads directly the list of companies 
offering the contract or form desired. 
To make a quick check on how any of 
some 200 companies are handling a 
certain subject, or to locate the com- 
panies currently writing something 
unusual, this unique reference is a 
great time saver. Much related in- 
formation concerning contracts and 
company practices, is also shown in 
convenient “subject” form. 

Illustrative of its comprehensive 
treatment of both life and accident 
and sickness coverages, is the fact 
that nine full pages are _ required 
merely to index Who Writes What? 
Selling singly at $4 a copy, with lower 
prices in quantity, Who Writes What? 
is available from the National Under- 
writer Co., 420 East Fourth Street, 
Cincinnati 2, Ohio, or from any Na- 
tional Underwriter Co. office. 


Four Speakers On Iowa 


Sales Congress Program 

Four speakers are on the program 
for the annual meeting and sales con- 
gress of Iowa Assn. of Life Under- 
writers, May 7, at Marshalltown. They 
are James E. Rutherford, vice-presi- 
dent of the Chicago regional home of- 
fice of Prudential; Paul Brower, di- 
rector of field training Mutual of New 
York; William H. Rothermel, execu- 
tive vice-president Fidelity Life As- 
sociation of Fulton, Ill., and Lloyd J. 
Larson, general manager Lennox In- 
dustries, Marshalltown. 


Insurers Increased 
TV Budgets In 1959 


Television Bureau of Advertising 
has reported that network television 
gross time billings in 1959 for insur- 
ance companies amounted to $10,270,- 
755, while spot TV gross time billings 
came to $3,770,000. Total national TV 
billings were 44% more than the 
$9,717,696 spent in 1958. 

Leading insurance advertisers on 
television were Prudential; Allstate; 
Mutual of Omaha; Equitable Society; 
Kemper group, and National Assn. of 
Insurance Agents. 
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The Equitable Life of Robert E. Bowlus 
in Baton Rouge, La. 
MN AE 


vr. 



















When the YMCA became obsolete, 
he helped to raise $1,200,000 for 
a new one. Serves on Chamber of 
Commerce committees. And isa Ki- 
wanian, privileged member status. 





Bob Bowlus, CLU, has a lot of interests—includ- 
ing wife Martha, daughter Ann, steak and out- 
door cooking. (Son Bill, 8 months, is shown below 
with the maid.) 






He sells, too. Here, with employ- 
ees of an Equitable group client, 
Bob looks at a Baton Rouge oil 
refinery. Many of Bob’s clients are 
men who serve side by side with 
him on community projects. 


A Man’s Prestige some- 
how goes hand in hand with 
the prestige of the company 
he represents. This is why 
Bob is proud to be a life un- 


. reaps re eg aye a age eo derwriter for Equitable. It is 
ome was built in , a year after he joined the le served on the committee whic a : ordi 
Paul J. Gelpi Agency of New Orleans. He has been built this New Trinity Episcopal pg alae be —, 
adding extensions (and clients) ever since. Sales Church. Headed an 11-parish drive - o mene os 
activities include Group Business, Pension Trusts, for Radio Free Europe. Works with ™ore than a need...it’s 
Assured Home Ownership, and Salary Savings. the United Givers Fund. a Career! 


THE quita e LIFE ASSURANCE SOCIETY OF THE UNITED STATES 


Home Offices: 393 Seventh Avenue, New York 1, N. Y. @r960 
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Grants-]-Aid Bill 
May “oo Broad 
For iministration 


‘TINUED FROM PAGE 1) 
of age. It would provide out- 
i care up to at least 33% of the 
| premium and would include phy- 
cian care in the home or office, 
diagnostic services, hospitalization, 
hospital medical care and _ nursing 

home care. 

Although entirely voluntary, the 
program would provide federal-state 
contributions to reduce premiums. An 
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insured with income under $500 a 
year would pay no premium, and those 
with income from $500 to $1,000 would 
pay 50 cents per month, the balance 
paid by federal-state contribution. The 
scale would ascend to those with in- 
come of under $3,600 a year, who 
would pay $12 a month. Anyone with 
income over $3,600 would pay $13 a 
month, the maximum premium. 

The program, while following the 
same general approach, appears to be 
considerably broader than anything 
believed being considered by the ad- 
ministration. 


Sen. Javits said he estimated the 
cost of the program to the govern- 
ment at $480 million a year when it 
is fully operative, and if 70% of the 
16 million people over age 65 partici- 
pate. State matching grants, which 
would be based on formula of the ratio 
of state’s per capita income to nation- 
al per capita income, would be about 
$640 million a year. Insured would 
pay another $400 million in premiums. 

Sen. Javits said he believes it might 
be difficult to obtain administration 
backing for the measure in view of its 
high costs. 








THIS MAN WON’T ACCEPT 
AN AVERAGE INCOME IN 
THE LIFE INSURANCE 
BUSINESS 


He knows that sound training is vitally important in order to get 
ahead. That’s why so many like him are benefiting by A£tna Life’s 
intensive training program. This is a five-step course which equips 
Etna Life representatives with the knowledge necessary to build 
a successful life insurance career. 


1 Basic Estate Control Plan School. A four-week course at the Home Office 
with expert instructors teaching proved sales plans. 


Career Course. Under the general agent’s supervision, field work is com- 
bined with text book study. 


3 Advanced Training. Business insurance and tax courses at the general 
agency supplemented by field schools and clinics. 





4 C.LUu. Participation. The company provides financial assistance for text 
books and examinations. 


5 Leaders Seminars and Regional Meetings. Men who qualify exchange 
ideas with other top salesmen, Home Office personnel and prominent men 
from business and industry. 


AETNA LIFE 


INSURANCE COMPANY 





“Etna Life Trains 
for Success 


Affiliates: AAtna Casualty and Surety Company 





The Standard Fire Insurance Company °* Hartford 15, Conn. 
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List Speakers For 
5-State Congress A: 
Washington Apr. 2] 


WASHINGTON—Aimed at :ttract- 
ing an audience from a five-staie area, 
the mid-Atlantic sales congress Apri] 
21 sponsored by the District of Colum. 
bia Life Underwriters Assn. will have 
the following speakers: Bart Hodges, 
New York Life, Austin, Tex.; R. L, 
McMillon, Business Men’s Assurance, 
Abilene, Tex., secretary of NALU; Ar. 
thur Upgren, professor of economics 
and director of the bureau of economic 
studies at Macalester College, St. Paul; 
Harold W. Baird, superintendent of 
agencies of Northwestern Mutual, ang 
the Rev. Robert E. Richards, director 
of the Wheaties Sports Federation and 
former Olympic pole-vault champion, 

An innovation will be the 11 simul- 
taneous workshops that will be run 
before the regular speaking session, 
These are not room-hopping sessions, 
Participants will stay through an en- 
tire workshop. 

There will be a fashion show at a 
special luncheon for the wives, put on 
by one of the leading department 
stores. 

The congress will be at the Shore- 
ham Hotel. Tickets may be obtained 
from Howard J. Riordan, John Han- 
cock general agent, Investment Build- 
ing, Washington 5, D. C. 


Treasury Alternate 
Plan Seems O.K. In 


Principle: Dunaway 

WASHINGTON—The Treasury De- 
partment proposal for a successor to 
the Keogh bill seems, in principle, to 
be along the lines of what NALU en- 
dorsed at its recent midyear meeting, 
said Carlyle M. Dunaway, general 
counsel of NALU in answer to a re- 
quest for comment from THE NaTIONAL 
UNDERWRITER. 

Mr. Dunaway said, however, that 
his reaction was based on a general 
impression of the Treasury proposal 
and there might be details that NALU 
would object to. He said he was trans- 
mitting copies of the text to John Z. 
Schneider, Connecticut General Life, 
Baltimore, chairman of the NALU fed- 
eral law and legislation committee, and 
to other NALWU officials for considera- 
tion. 


Ohio Agents To Gather 
At Columbus May 12-13 


John W. Bricker, Columbus attorney 
and former Ohio governor and US. 
Senator, will speak at the banquet 
opening the annual convention of Ohio 
Assn. of Life Underwriters, May 12-13, 
at Columbus. 

Following the Thursday banquet, 
room-hopping sessions will wind up 
the evening. James B. Eckenrode Jr., 
Penn Mutual, Pittsburgh, will address 
general agents and managers; Clar- 
ence S. Ohsner, Connecticut Mutual, 
Columbus, will speak on business in- 
surance, and F. Edward Adams, Con- 
necticut General, Columbus, will dis- 
cuss business A&sS. 

Stuart F. Smith, vice-president Con- 
necticut General, will address the 
Friday breakfast sponsored by Colum- 
bus chapter of CLU. The rest of the 
morning will be devoted to the sales 
congress. Speakers will be Samuel S. 
Loyer, Bankers Life of Iowa, Columbus, 
and president of the Ohio association; 
Bernard H. Zais, Connecticut Mutual, 
Burlington, Vt.; and W. Walter Smith, 
Metropolitan, Rutherfordton, N.C. 

The business meeting will be held 
Friday afternoon. 
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Insurers Tell Views On Ageds’ Problems 


(CONTINUED FROM PAGE 8) 
policy which becomes paid up at age 
65, and a major medical policy with a 
choice of deductibles. 
Mr. Ulfers also covered the question 
of policyholder satisfaction with ex- 


| isting policies, saying that Mutual of 











Omaha a few years ago conducted a 
survey among its insured, in which 
the question was asked, “Are you sat- 
isfied with Mutual of Omaha’s over- 


| all service?” 


He said that of the hundreds of thou- 
sands of replies received by the com- 
pany, 96.49% answered “yes.” 

Mr. Follmann, speaking for the A&S 
business as a whole, gave the subcom- 
mittee a rundown on the variety of 
coverages the industry has developed 
and is making available for the over- 
65 group. Then, making a distinction 
between the total number of aged in 
the country and the number of aged 
who might need or want health in- 
surance, he said that of the latter 
group, at least 51% were covered as 
of March, 1957. 


Only 3% Turned Down 


He cited a 1957 Health Insurance 
Foundation study which showed that 
less than 3% of aged persons surveyed, 
had applied for A&S coverage and 
been turned down. 

Mr. Follmann, in summing up the 
kind of job voluntary A&S insurance 
can be expected to do in the years 
ahead, said “The number of aged per- 
sons owning voluntary health insur- 
ance has increased an average of 3% 
each year between 1952 and 1957. 

“When reasonable allowance is made 
for the delayed reaction inherent in 
the recent growth of coverage of the 
population under age 65, for the in- 
creasing public awareness of the value 
of voluntary health insurance protec- 
tion, and for the very recent develop- 
ments being brought about by all types 
of insurers and plans in an endeavor 


Shipley Of Occidental 
Retires As General Agent 


Ending another phase in his life 
insurance career of more than 50 
years, George V. Shipley has retired as 
general agent in Van Nuys, Cal. of Oc- 
cidental Life of California. A former 
Occidental vice-president, he is not 
terminating his association of 32 years 
with the company. He will continue as 
an agent. 

This is Mr. Shipley’s second retire- 
ment in the past 10 years. In accord- 
ance with Occidental’s regular retire- 
ment program, he retired as_ vice- 
president in 1951 and immediately 
opened a general agency. He started 
in the business as an agent in Nebras- 
ka, became a general agent and moved 
to Los Angeles in 1928, when he 
joined Occidental as an agent. 

In 1933 he became home office re- 
presentative to aid in the company’s 
eastward expansion and contributed 
greatly to sales pioneering and devel- 
opment in the area from Denver to the 
east coast. He was elected vice-presi- 
dent in 1943 to develop the eastern 
division. With headquarters in Chicago, 
he set up agencies at the rate of one 
4 month during his first year. He 
Teturned to Los Angeles in 1950 and 





retired a year later. 


Establishing a general agency in 
North Hollywood, he built it into one 
of the company’s leading agencies, 
ranking in the top 10%. The agency 
was moved to nearby Van Nuys in 
1958. The company has established an 
sffice in Van Nuys to replace the 
Bhipley agency. 
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to make voluntary health insurance 
available to all present and future re- 
tired persons who need and want pro- 
tection, a conservative estimate of the 
potential of voluntary health insurance 
in assisting persons 65 years of age 
and older to meet the costs of hospital 
and medical care, all things being 
equal, approximate the following— 
80% of the aged needing and wanting 
protection covered by the end of 1965.” 

Mr. Follmann also drew attention to 
the fact that many expenses of the 


aged which are placed in the category 
of medical care costs actually are not 
that at all. He pointed out, “It is 
not an easy matter to segregate the 
specific problem of medical care of re- 
tired persons from the whole of the 
problems which face aged persons. 
There are many studies which point 
to the complexity and the inter-re- 
latedness of these problems. They cov- 
er a wide spectrum of concern from 
maladjustment to retirement, to all 
the costs of personal living, to people 
maintained in general hospitals and 
mental institutions simply because 
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there is no other place where they 
might be adequately housed. 

“For example, the housing commis- 
sioner of New York state has recently 
pointed out that insufficient housing 
for the aged is keeping many older 
people confined to hospitals, even 
though they do not need constant med- 
ical care. He estimates that 20% of hos- 
pital confinement of older people could 
be eliminated if adequate housing 
were available. Hence, it is clear that 
expenses erroneously considered as 
medical care are in reality living ex- 
penses.” 








TODAY began 93 











accomplishments, we realize that “Today Began 93 _ 
Years Ago”—when on January 25, 1867, the Equitable 
Life Insurance Company of Iowa was founded. Cre- 


betterment, and backed by the determination to serve 
its policyholders faithfully and well, the company has 
prospered and expanded. And today, millions of hard- 
working life insurance dollars are invested in govern- 








YEARS AGO 


Looking back over the Company’s aims, policies and 


ated to serve the frontier communities through protec- 
tion of their families and through investments for their 


ment, business and industry, public utilities, farms and se 
homes — representing a major contribution to our a 
local, state and national economy. 


LIFE INSURANCE COMPANY OF IOWA 


FOUNDED 1867 - DES MOINES 
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Accounting Assn. 
Announces Agenda 
For May Meeting 


‘ international conference of In- 
surance Accounting & Statistical Assn. 
vill be held May 15-18 at Chicago. The 
program will include sessions on life, 
fire and casualty, A&S, group, debit 
and fraternal insurance, as well as on 
electronics. 
Subjects and participants in the life 
program will be: 


Monday 

Premium Billing and Accounting Other Than 
Monthly. Harry Hyams, New York Life; Roy 
G. Diepenbrock, Peoples Life; Kenneth Horn, 
Equitable of Iowa; and Gordon F. Lever- 
ence, Northwestern Mutual Life. 

Special Federal Tax Accounting Problems. 
Truett Ewton, Gulf Life: J. K. Sullivan, Phoe- 
nix Mutual; James J. Dean, Commonwealth 
Life. 

New Company Procedures. 
North American Reassurance; 
erson, Cotton States Life, and 
Continental Life. 


Burtt Dutcher, 
J. Hollis Rob- 
Charles Hobby, 


Tuesday 
Annual Statement Preparation. O. L. Serv- 
ies, Jefferson National Life; G. L. Bechtold, 
All American L.&C.; P. K. Greenwell, Amer- 
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V. A. Halverson, North- 
and T. F. Wambs- 


ican Income Life; 
western National Life, 
ganss, College Life. 

Disbursement Procedures. John G. Masters, 
Dominion Life; Paul M. Deighton, Excelsior 
L:fe; and Frederick G. Helfrich, Lincoln Na- 
tional Life. 

New Company Procedures. Burtt Dutcher, 
North American Reassurance; Ray Anderson, 
Southern Heritage Life; and George Kennedy, 
Trans-South Life. 

Policy Issue on RAMAC. Dale Pearson, Equit- 
able of Iowa; John Deiner, Mutual of New 
York; R. D. McLean, Oil Industries Life, and 
Less C. Harston, South Coast Life. 

Home Office Collections vs Branch Office 
Collections; Which Way Lies Mecca? Joe R. 
Slights, Phoenix Mutual; John D. Hicks, Fi- 


(CONTINUED ON PAGE 34) 





You're confident when * 
you're well equipped 


You’re confident when 


you're well insured 


Zing! goes the reel—taut goes the line—what a thrill when a big one strikes! 


There are those who say fishing is all a matter of luck, but we can’t agree... not 
entirely. Surely you need skill, good tackle, and an experienced captain to pilot you 
safely at sea! So it is with insurance . . . an experienced Pan-American representative 
can steer you wisely along a charted course and equip you with confidence to meet any 
rough seas which may lie ahead. Most young men don’t view the future as a matter 
of “luck”. They plan . . . and protect their loved ones with adequate insurance. 


There’s coverage for mortgage payments . . . children’s education . . . even retirement 


plans cost little for men in their early years. 


Ask your Pan-American representative about all this. 


He’s an expert at tailoring coverage to fit your needs, and your budget. 


AMONG THE TOP 10% OF U. S. LIFE INSURANCE COMPANIES WRITING MORE THAN 90% OF ALL LIFE INSURANCE 
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Pan-American Life Insurance Com 
New Orleans, U. S. A. 


« A Mutual Company 
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Travelers Agents To 
Get A&S And Major 
Medical After 65 


A total of 289 agents qualified for 
Travelers’ annual inner circle confer. 
ence for leading 
producers at Palm 
Beach, Fla., where 
they heard talks 
by company offi- 
cers, attended sales 
clinics made up of 
panels of home 
office and_ field 
personnel, and 
were told about 
completion of 
plans whereby 
qualified Travel- 
ers agents over age 
65 may continue during their lifetime 
the same basic hospital and surgical 
coverage for themselves and eligible 
dependents now available to them 
prior to age 65. 

J. Doyle DeWitt, president, intro- 
duced the plan: to the conference and 
added that agents over age 65 will be 
offered lifetime major medical cover- 
ages providing’ $2,500 accumulative 
maximum. for each agent and each of 
his eligible dependents. 


Broader Market 


In his talk, titled “Time, Place and 
Action,’ Mr. DeWitt called for a 
broadening of the market for individ- 
ual life insurance and a more dynamic 
merchandising of permanent forms of 
coverage. 

James C. Smith, vice-president, in- 
troduced the company’s program of 
extended non-medical limits. The new 
limits are ages 1-25, $30,600; ages 
26-30, $25,000; ages 31-35, $10,000, and 
ages 36-40, $5,000. Previous limits 
were $15,000 for ages 1-30; $10,000 
for ages 31-35,. and $5,000 for ages 
36-40. 

Mr. Smith also said that Travelers 
would make available by July 1 a new 
level premium term policy to age 65, 
which would’ permit conversion 
through the time period. Rates are now 
being prepared for a new kind of 
increasing death benefit rider which 
may be sold with any new permanent 
form of insurance. The rider, Mr. 
Smith said, was designed as an answer 
to those who maintain that life insur- 
ance is a poor investment because of 
the continued inflationary trend in the 
nation’s economy. 


Other Portfolio Additions 


Other new developments announced 
at the conference included broadening 
of the company’s substandard life 
policy, additional accidental death 
benefits in mortgage redemption poli- 
cies and new non-medical limits for 
salary allotment life coverage. 

In a discussion of the critical prob- 
lem of agency manpower, M. T. Wilson, 
vice-president, said that Travelers has 
been recruiting a new type of agent in 
the growing suburbs of larger metro- 
politan areas. The prospects of these 
new agents, Mr. Wilson said, are 
young families, “working at white 
collar and blue collar occupations, 
mortgaged to the hilt, but desiring the 
good things of life, and wanting to 
protect them adequately and economi- 
cally.” 

H. Philip Dexheimer, Los Angeles, 
was designated rookie of the year by 
George Shakelford, vice-president. Mr. 
Dexheimer, during his first full year 
as an agent, had life sales of more 
than $1.6 million and paid for $4,500 
in A&S premiums. 





J. Doyle DeWitt 
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“Of course you can get Hospital- 
Surgical-Nursing Home Insurance 
if you're G6 or overT” 


Regardless of their past or 
Bob Con: di present health, men and women 
65 and over can qualify for 
_ é se 28 a Mutual of Omaha’s Senior 
amous reporter and Qu i wi 5 ° 
travels to all parts of the globe Security Policy. 
for significant news stories. 


Don’t think for a moment this Senior 
Security Policy is open only to a select 
few! It’s available to senior citizens 
regardless of age or health. 
You can get the protection you need 
atacost youcan afford. Largecash bene- 
fits—not only when you’re in the hos- 
pital, or require surgery, but for con- 
valescent and nursing home care, too. 
Already hundreds of thousands are 
protected by this policy. Read the 
important features below and take ad- 
vantage of this current enrollment. 


HERE’S. LONGER, BETTER 
PROTECTION AT 


LOW COST! 


Mr. and Mrs. J. J. Anderson of Yes, there is a difference in senior age 
Keane City, Me. veces of plans. Our Senior Security Policy pays 
rs. Bob Considine. Both are | hospital room and board benefits for a 


Senior Security policyowners. As 
they put it, “Providing for our- longer period . . . pays benefits for 


selves is a matter of personal many other items of hospital care and 


dignity. We will be everlasting! 
grateful to Mutual of Omaha for | Surgery . . . even pays benefits for care 
giving us this opportunity. We in a convalescent or nursing home .. . 


now have the protection we need. | eyen covers past conditions which 


and with it, the satisfaction of A . : 
knowing our independence will recur, once policy has been in force six 


not mean an added burden for . Sen n “ 
pep hope believe ys ersons - months. Se ro ay 
and over share our feelings. and | New National Enrollment 
rent enrollment.” Starts April 1 
Senior Security | areroac ar Ghats prentncie 
Guarantee 1 se) 
‘ Se provides that your 
policy cannot be cancelled because 
OF OMAHA of the number of times or the 
V. J. SKUTT + PRESIDENT amount of benefits you may col- 
The Largest Exclusive Health and Accident Company inthe World lect. It cannot be cancelled nor 


HEALTH INSURANCE FOR ALL AGES = ©2._ the premium be i 
Mutual of Omaha offers the finest health unless such action is taken * 
insurance plans for persons of all ages. overnag Security Policies in ygar 
Low cost, flexible plans for young . 
families, children, single working people, Mutual Benefit H ealth 
families large and small. Send coupon & Accident Associatio 
for full details. Home Office » Omaha, Neb 

Enrollment period and requirements are different for Texas, Oklahoma, Louisiana and 
Send for full details today. 


“Today,” says Bob Considine, 
‘neither age nor health prevents 
senior citizens from getting the 
hospital-surgical-nursing home 
insurance they need. In offering 
thiscoverage, MutualofOmaha 
exemplifies the entire health 
insurance industry’s capacity 
for providing maximum pro- 
tection at minimum cost to 
persons of all ages. That it is 
offered on a voluntary basis is 
in keeping with traditional 
American freedoms and the 
senior citizen’s desire to be 
self-sufficient.” 
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CONTINUED FROM PAGE 8) 

o icach the field force how to get a 

ily number of referred leads each 
‘ime they deliver a disability policy so 
that they can, for the most part, con- 
tinually work on reference prospects, 
Mr. Splittgerber said. 

Speaking on his second point, Mr. 
Splittgerber explained that the man 
in the field is engrossed in making 
sales each day and is not prone to keep 
records. It becomes, therefore, the re- 
sponsibility of the company to keep 
and furnish the sales force such re- 
cords regularly. 

“Before we can get to the problem 
ot reducing wastage with any given 
field man, we must first know what 
and where this wastage is. Can your 
managers readily determine the per- 
centage of sickness and accident busi- 
ness rejected in their agency each 
month, the percentage of not-takens, 
the percentage of withdrawals, the 
percentage of re-writes, or transfers? 
If not, how can we expect them to do 
anything about it? 

“We, in our company, provide such 


FieNATIONAL UNDERWRITER 


How To Place More Written Disability 


IBM forms for each agency each 
month, and for each man within the 
agency. In this way, if the not-takens 
are high in the agency, the general 
agent or manager can review the 
record of each man in the agency to 
see who the culprit is. Once the man 
or men involved have been pinpointed, 
the manager can then get into the 
reasons why,” he said. 

On the third point, he asked his 
listeners if they recognized a man with 
a small wastage ratio. Occasionally, 
the best agent will have rejection but 
these will be few in number if he is 
following a sound, successful pattern. 


Standard Of Deductions 


Mr. Splittgerber said his company 
sets a certain standard of deductions 
and if the agents percentage of de- 
ductions is lower than the standard 
‘set, he receives plus points credit at 
the end of the year to add to his total 
written business for standings in the 
company’s President’s Club toward the 
“man of the year” award. 

Discussing the company position on 


not-taken policies, he said it was a 
difficult one on which to take a stand. 
Some companies follow the practice of 
allowing the ordering out of an addi- 
tional policy in life insurance. Agents, 
therefore, get the idea that when they 
sell a life insurance policy, they will 
also order out a loss of time policy for 
the client in the hope they can place it 
by completing and having him sign 
the necessary forms. 

“In my opinion, agents must be 
taught how to deliver a policy even 
though it is issued other than as ap- 
plied for,” he said. 


Underwriting Differences 


Mr. Splittgerber also opined that 
“we must also teach the field force 
that there is a tremendous difference 
in the underwriting of disability insur- 
ance from that of life insurance. Cer- 
tain diseases may not necessarily 
shorten the life expectancy of a client 
for life insurance, but can certainly 
affect his state of health as to the 
number of times he may be disabled. 

“Therefore, he could quite possibly 
be insured for life insurance, but be 
uninsurable for disability coverage. It 
becomes the responsibility of the com- 
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Here’s Simplified Group 


Insurance! 


insurance— 


fieldmen. 


The 


With Lincoln Life’s simplified Group 


The proposal is complete on one sheet. 
The clean, concise announcement pamphlet 
doubles as the employee’s certificate. 
Lincoln Life’s unusual billing procedure is 
so easy to administer that last-day employ- 
ment changes can be included. And, the 
administrator handles both routine and un- 
usual situations on a simple, self-informing 
basis. For more details, read LNL’s Group 
ads in Fortune and Nation’s Business. 


Lincoln Life’s unusual approach to 
Group insurance is another reason for our 
proud claim that LNL is geared to help its 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Its Name Indicates Its Character 


Fort Wayne, Indiana 
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Clarence Oshin, Home Life of New 
York manager at New York, right, ac- 
cepts special award honoring his agency 
as company production leader for the 
10th consecutive year. Presenting the 
award at a luncheon in New York City 
is John H. Evans, vice-president, sales, 





pany to furnish such information to 
the field force...” through an under- 
writing guide. 

The phase which can perhaps do 
more to drastically reduce the deduc- 
tion ratio is to project the loss in 
income to the agent through not-takens 
and rejections. 

“ ... when you talk about the 
money he is losing or has lost because 
of his inability to place the business 
which was originally applied for and 
issued, he is more certain to be con- 
cerned. Making him concerned is the 
first step in getting him to take action. 
Taking action to 
means: 

“1. Selecting prospects among those 
who are most likely to be regularly 
employed. 

“2. Try for annual and semi-annual 
premiums first. 

“3. Collect premiums with the appli- 
cation. 

“4. Fit the proposed policy to the 
prospect’s needs and ability to pay. 

“5. Explain the policy thoroughly, 
including any possible rate up or waiv- 
ers, but do so in simple, understandable 
layman’s language. 

“6. Deliver the policy in person, ex- 
plaining thoroughly what it will do and 
will not do. 

7. Above all, impress upon the client 
number one problem in life—the hor- 
rible cost of being sick or hurt. 


Institutional Investors 


Bought $4.9 Billion In 


Corporate Bonds In 1959 

WASHINGTON — Institutional in- 
vestors added $4.9 billion of corporate 
bonds to their portfolios last year, with 
life companies and corporate pension 
funds the principal purchasers, ac- 
cording to a Securities & Exchange 
Commission report on individual sav- 
ings in 1959. 


Cites Pension Reserve Gains 


The report also said, “Private in- 
surance and pension reserves of in- 
dividuals increased $8.8 billion during 
1959, $500 million more than in the 
preceding year, while it is estimated 
that insured pension reserves grew by 
$1.6 billion, slightly more than in 1958. 
Non-insured pension funds, chiefly 
self-administered plans of corpora- 
tions, rose $3.6 billion, according to 
preliminary estimates. ‘Government 
insurance and pension reserves I- 
creased $1.9 billion compared with 
$600 million in 1958 when unemploy- 
ment benefit payments were sub- 
stantially higher.” 
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LIFE INSURANCE EDITION 


SUN Li'FE OF CANADA CONVENTION 
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‘Investing Difference’ 


In Stocks Is No 


Hedge Against Inflation: G. W. Bourke 


People who intend to hedge against 
inflation by buying term insurance and 
investing the re- 
mainder are de- 
luding themselves, 
President George 
W. Bourke of Sun 
Life of Canada 
told the company’s 
agency conference 
at Hollywood, Fla. 

“There is no 
hedge against in- 
flation,” he de- 
clared. “If things 
came to their in- 

George W. Bourke flationary worst, 
do you suppose there is a government 
in North America that would let 95% 
of the population suffer in order to 
make good the hedges of, say, the 5% 
who had invested in equities? 

“If that kind of inflation comes, 
stocks will be worthless, because in- 
creased costs and increased taxes will 
leave little or nothing for dividends. 
The only answer to inflation, as so 
many have been emphasizing in recent 
years, is the maintenance of a stable 
dollar.” 

Essential to inflation control, said 
Mr. Bourke, is persuading people to 
demand no more services from gov- 
errment than they are willing to pay 
for in taxes, and to put more of their 
money into savings. 

Mr. Bourke told the field force they 
have an important responsibility to 
their clients to make them understand 
the “buy term and invest the differ- 
ence” theory properly.’ 


Education On Saving Needed 


“Where we have fallen down is that 
we have not done a better job of edu- 
cating the public to the fact that they 
have a real need for our kind of sav- 
ings as well as the protection offered 
through life insurance,” he said. 

Mr. Bourke reviewed Sun’s 1959 
record, including the sale of a billion 
dollars of insurance and the achieve- 
ment of a net investment return of 
44%, highest in 25 years. He dis- 
cussed such things as new premium 
rates, graded premiums and a number 
of new policies. The company is con- 
tinuing to adapt its methods to elec- 
tronics, which should, he said, result 
in many advantages and economies. 

J. A. McAllister, agency vice-presi- 


Kedzie Is Director Of 
Management Education 


For American College 

Daniel P. Kedzie has been appointed 
director of management education by 
American College 
Mr. Kedzie was 
formerly superin- 
tendent of educa- 
tion and training 
for Continental 
Assurance, Conti- 
nental Casualty 
and National Fire 
of Hartford. 

He also has been 
a member of the 
faculty of the Uni- 
versity of Wiscon- 
sin and_ assistant 
professor of insurance and finance at 
Marquette University. He served as in- 
surance examiner for the Wisconsin 
department and was a member of the 
advisory board to the commissioner on 
lisurance rates and regulations. 








Daniel P. Kedzie 


dent, also stressed the need for per- 
suading people of the value of life in- 
surance as an investment. Reviewing 
sales and agency development, he par- 
ticularly mentioned a project, “Values 
in Education,” in which Sun is dis- 
tributing a series of free pamphlets on 
important educational matters. These 
have met with an excellent response 


throughout North America. 

A new policy introduced at the 
meeting is adjustable, having four op- 
ions available at the fifth policy an- 
niversary: (1) continue as life paid-up 
at 65, premium and face amount being 
unchanged; (2) endowment at 65, with 
face amount unchanged but with a 
higher premium payable from the fifth 
anniversary; (3) whole life policy, with 
amount of insurance increasing an- 
nually by an amount equal to 10% of 
the original face amount, on each of 
the fifth to 14th anniversaries, remain- 
ing level thereafter at double the orig- 


17 


inal face amount, with an increased 
premium required from the fifth an- 
niversary; (4) whole life for original 
face amount, but with a reduced pre- 
mium payable from the fifth anniver- 
sary. Evidence of insurability is not 
required for the selection of any op- 
tion. 

Panel discussions were held on var- 
ious subjects. 

Honored as top producer, for sell- 
ing more than $4% million last year, 
was Samuel Hirschmann of Johannes- 
burg, South Africa, who was on hand 
for the meeting. 








<The 


Report From Chicago: 





To Alice in Wonderland, the Red Queen said: 
“Now, here, it takes all the running you can do 
to keep in the same place. If you want to get some- 
where else, you must run twice as fast!”’ 


Running hard just to “‘keep in the same 
place’ need not become a way of life. In 
1960, The North American’s life sales (indi- 
vidual, ordinary) are 200% ahead of 1959. 
A year ago, they were 200% of the year 
before. ‘“Twice as fast’’ is the rule here. 

Of course, the wise Red Queen knew that 
to run “‘twice as fast,’’ one must aspire to 
“‘get somewhere else:’’ At The North Amer- 
ican, for instance, time-proved Total-Quality* 
has been fused with modern, professionally — 
tested total-merchandising. Together they 
command absolute sales’ authority. Today 
they move “‘twice as fast.”’ 

Whatever the aim may be in life insurance 
sales, The North American’s positive per- 
formance spells success. 

To be sure, all creatures of Wonderland 
really did not aspire beyond ‘“‘the same 
place.’’ But Alice moved ‘“‘twice as fast’’— 
and soared to exciting new riches! 

And Alice was just a little country girl 
whose only star was faith. 


*T otal-Quality is the mark of distinguished 
products by North American since 1886. 


NORTH AMERICAN COMPANY 


1 for LIFE, ACCIDENT AND HEALTH INSURANCE 


209 SOUTH LASALLE STREET + CHICAGO 4 « ‘LLINOIS 


Operating in 48 states and District of Columbia 


Over $700,000,000.00 in force 
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his has been the fault of the 


“Companies have developed 
plan, and that plan. The Acme 
accident policy, the ferry boat and 


helicopter special, the dread disease 
policy, and many other limited con- 
tracts. Sure, they pay all right, if the 
event takes place, but a man may 
have a dozen of these contracts and 
get laid up with the flu for a spell and 
collect nothing.” 


Limited and special risk policies 


HeNATIONAL UNDERWRITER 


serve a purpose, he said, but they are 
no substitutes for broad, all-coverage 
disability income policies. The man 
who thinks that because he is insured 
against some of the dramatic things 
that can happen to him but leaves 
unprotected the many simple forms of 
disability, will very likely some day 
have a rude awakening. 

Mr. Wickman mentioned a number 
of considerations in determining the 
amount of good, broad income replace- 
ment insurance a person should have. 


( .MA Hears How Much A&S Coverage A Man Should Buy 


“We will want to know his income— 
earned income. We must determine 
how much of that income he is able to 
keep after taxes. This is important and 
should be a factor in arriving at an 
appropriate amount of replacement 
benefits for, as you know, insurance 
income is tax free. How much salary 
continuance is provided by his em- 
ployer and for how long? Is there a 
group plan? How much and how long? 
Is there a DBL law which provides 
benefits? Any present insurance in 
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As the headline says, “‘old policies are like old friends.” N/W National agents make certain that their 
policyowners realize that “old policies are indeed old friends,” that cannot be replaced 


N/W NATIONAL #: 


NORTHWESTERN NATIONAL LIFE INSURANCE COMPANY OF MINNEAPOLIS 


o* 
ife Insurance for Living \ National 
Life 


a 


In giving N/W National permission to use his 
letter, Mr. Eastburn, Vice President of New York 
Airways, Inc., said, “The policy was purchased in 
Omaha, while living there. When we moved to 
Seattle, then to Los Angeles, followed by the 
move to New York, the policy was a factor in the 
purchase of homes in each city. 


“While in Los Angeles, our oldest daughter fin- 
ished USC, the son completed his course at UCLA 
and the youngest daughter completed two years 
at USC before she decided to get married. 


“The N/W National policy was used directly for 
borrowing in most of these important steps in my 
life. It permitted the assumption of obligations 
wherein the value of the policy was a guarantee 


to me of my ability to perform. 


“Currently the proceeds are being used along 
with his own savings, to back my son in the es- 
tablishment of his mill-work contracting business 


in San Rafael, California.” 
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force? Is there income from invest. 
ments, royalties or other uncarneg 
income? Answers to these questions 
should give a pretty good picture of 
the income status and needs of the 
client.” 

{ The job to be done, he said, is to 
build up deficiencies in income which 
would be lost by disability not to the 
former income level but to a point of 
providing adequate food, clothing anq 
shelter. This income should not be 
built to a point where it will be more 
attractive to stay disabled than to 
work. 

“I think the maximum amount of 
income insurance that any person, 
regardless of income ought to have is 
somewhere between $750 and $1,200 a 
month,” he_ said. “Naturally, the 
amount will depend on his earnings, 
but no matter how much he makes I 
do not think we should provide him 
with more than that. There are few 
people who could not adjust their 
living so as to be quite comfortable 
with that kind of tax free income. 
When we get into the higher brackets 
we find that these people usually have 
investments to supplement their in- 
come when disabled. 


Users 50-50 Rule 


“Most companies are willing to offer 
65-75% of income at the lower level, 
but permit only 50% in upper brackets. 
I have for years used a simple rule 
which has the effect of tapering off 
more gradually. I call it a 50-50 rule 
—50% of monthly income plus $50. 
This provides insurance up to about 
75% of income after taxes at most 
levels which, considering the costs of 
going to work, does a pretty good job 
of income replacement. 

The matter of over-insurance is a 
serious one, Mr. Wickman warned. It 
invites such practices as over-utiliza- 
tion of hospital and medical services, 
malingering, fraud and collusion, and 
these can only lead to increased costs 
of providing insurance, tightening of 
policy terms, more stringent relation 
to earnings or prorating clauses, and 
most serious of all, having this busi- 
ness, all or in part, taken over by 
government. 

“Sell him what he really needs— 
sell him just enough,” he advised. 


Becker Appointed LIAMA 
General Office Manager 


Howard H. Becker, assistant secre- 
tary of LIAMA, has been appointed 
general office manager. He joined 
LIAMA in 1947 as staff assistant in 
the company relations division and 
was transferred to the administrative 
division two years later as adminis- 
trative assistant. 

At the same time, Amelia M. Hon- 
er, personnel assistant, has assumed 
additional responsibilities for recruit- 
ing and selection, administering in- 
surance benefits and handling pay- 
roll, and George A. Wray, controller, 
has taken on additional duties in the 
areas of finances, functional cost anal- 
ysis and the associations budget. 


Loft Leads UJA Drive: 


To Fete Anchell, Gutmann 

NEW YORK—Louis Loft, Home Life 
of New York, has been made head of 
the life insurance section of the United 
Jewish Appeal drive, succeeding Jack 
D. Garfunkel, Mutual Benefit Life. 

Climax of the campaign will be a 
luncheon May 11 at the Commodore 
Hotel, New York, in honor of Charles 
Anchell, New York Life, and Harry 
K. Gutmann, Mutual of New York, for 
their services to the UJA. 
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LIFE INSURANCE EDITION 


The beginning... 


It is the first day of April, 1835. Seated at his desk 
is the Governor of Massachusetts, Samuel Arm- 
strong. Accepting the freshly signed document from 
the Governor is Judge Willard Phillips. The docu- 
ment is the first charter ever granted in America for 
the organization of a mutual life insurance company. 

It was the beginning. 

On the occasion of its 125th Anniversary, New 
England Life reaffirms its faith in the basic princi- 
ples of complete mutuality. Judge Phillips, our first 
president, expressed it well: 

The object is equality among the members, and a 
participation of the advantages of the Company, 
whatever they may be, in the proportion of the 
amounts contributed; and it is no part of the plan 


that some shall be benefited at the expense of others. 





A NOTE ON OUR ILLUSTRATION: It is a 


photograph of one of the murals, painted by Charles 
Hoffbauer, in the Home Office building. This paint- 
ing depicts the signing of New England Life’s charter 
at the State House in Boston. The men to the left of 
Governor Armstrong are members of the Massachu- 
setts legislature; to the right of Judge Phillips are 
four associates who joined him in his petition. 


NEW ENGLAND 
Miu LF Efe oe 


THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA ¢ 1835 
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FieNATIONAL UNDERWRITER 


Editorial Comment 
‘Featherbedding’ And Group Limits 


The impending all-out fight over 
“featherbedding’” work-rules on the 
railroads has some implications that 
could well be studied by the consult- 
ant whom the NALU group com- 
mittee has been authorized to engage 
for a fact-finding job on the problems 
of jumbo and association group. 

We don’t think agents are doing 
any featherbedding—or want to do 
any. But some of the statements made 
at NALU meetings and elsewhere by 
field men who are concerned about 
“excesses” in jumbo and _ association 
group could all too easily be made to 
sound like a plea for getting paid for 
unneeded work—the kind of thing that 
the railroads contend is costing them 
some half-billion dollars a year in 
wasted wages. 

The kind of statements we have in 
mind are usually made by a speaker 
who bases his position strictly on 
the “public interest’—but it isn’t 
long before he gets around to what 
jumbo group, group-on-group or asso- 
ciation group (including franchise 
plans) are doing to the “agent’s mar- 
ket.” The implication—and sometimes 
the outright statement—is that the 
companies that sell these varieties of 
group are doing the field men wrong 
by nipping off chunks of their market. 

This attitude could easily be viewed 
by hostile critics as a claim to a vest- 
ed right to certain segments of the life 
inswrance market. By “critics” we are 
not thinking merely of companies writ- 
ing these cases but of employers who 
aggressively want jumbo group for 
their key executives and of doctors, 
lawyers and other professional men 
who think they can get lower rates 
and more liberal underwriting by 
purchasing life insurance on a mass 
cov2rage basis. 

The railroad featherbedding fight is 
going to be very much in the public 
eye before it is finally settled—if it 
ever is. This means that any points of 
similarity—real or fancied—between 
what the railroad unions are trying 
to protect and what the agents are try- 
ing to protect are going to lend them- 
selves to more effective use by critics 
of NALU than in the past. 


For example, Prof. William Gom- 
berg of the Wharton School of Uni- 
versity of Pennsylvania, in a report 
he has just completed for the Com- 
merce Department’s study of federal 
transportation policy, refers to a sug- 
gested cure for featherbedding as ‘an 
equitable method of eliminating gross 
obstacles to social efficiency.” The 
term “gross obstacle to social effi- 
ciency” could all too readily be lifted 
from Prof. Gomberg’s report and ap- 
plied to any claim that NALU might 
make to the exclusive right to any 
segment of the life insurance market. 

Another statement in the Gomberg 
report is that many of the featherbed- 
ding work-rules that are under attack 
seem to be regarded by the unions as 
representing a property right for the 
workers involved. Since this concept is 
likely to be much in the limelight, it 
would be unfortunate if anyone were 
able to draw a parallel between it and 
any idea of fencing off certain areas 
of the life insurance market. 

The tendency for NALU to be con- 
cerned about what is happening to 
“the agent’s market” is a natural one 
—but it is also natural for anyone 
with a contrary interest to pooh-pooh 
any claim by NALU that its real con- 
cern is the interest of the insuring 
public. Hence the need for the strong- 
est possible case, based on the public 
interest, and completely ignoring the 
effect on the agent’s earnings. 

The “markets” for the services of 
doctors and lawyers are well pro- 
tected by stringent laws and licensing 
requirements, though doubtless some 
doctors and lawyers are mainly in- 
terested in such restrictions because it 
enables them to make more money. 
But over the years these professions 
have succeeded in convincing the law- 
makers that irrespective of the effect 
on their members’ earnings the pub- 
lic is far better served and protected 
when there are limits on what medical 
or legal advice a layman is allowed to 
give. 

In the discussions among field men 
who are concerned about the inroads 
of jumbo, group-on-group and asso- 
ciation group, there is a tendency to 


jump back and forth from the public 
interest argument to the agent’s mar- 
ket argument. But if the discussion is 
to have anything but a negative effect 
on the members of the insuring public 
who are most closely involved, it will 
be essential to keep clear away from 
any discussion of the agent’s market, 
whether that discussion is in public or 
in private. 

For if we are going to base a posi- 
tion on the public interest, then 
it is necessary to proceed as if the 
profit motive did not exist. Otherwise, 
it is like framing every sales talk 
with the maximum possible commis- 
sion: If mercenary considerations are 
a factor, the advice will be colored by 
them and the advice will not be as 
much in the prospect’s interest as it 
would be if nothing but his interest 
were in the agent’s mind. 

There are agents who gear their sales 
talks to the maximum possible com- 
mission and there are those who give 
the prospect the best advice they can, 
regardless of commission. Somehow, 
the latter variety of agents seem to 
be more successful, but even if they 
weren’t, we believe most of them 
would rather pursue their careers on 
this professional basis than to make 
the extra income that a more com- 
mission-conscious attitude might 
bring them. 

So too, we believe, only by forget- 
ting completely about the effect of 
various forms of group insurance on 
“the agent’s market” can NALU hope 
to come up with a program that will 
entitle agents to the liking and respect 
of the public whose interest they 
seek to serve.—R.B.M. 





Personals 


Charles J. Zimmerman, president of 
Connecticut Mutual Life, has been 
elected a director of Phoenix of Hart- 
ford and of Connecticut Fire, filling the 
vacancy created by the resignation 
of Peter M. Fraser. Mr. Fraser is a di- 
rector, member of the executive com- 
mittee and former president of Con- 
necticut Mutual Life. 


Frank F. Smith celebrates 50 years 
of continuous service with Great-West 
Life this month at its Vancouver 
branch. At the age of 82 he continues 
to complete an average of 125 sales 
annually. Born in Stewiecke, Nova 
Scotia, Mr. Smith placed over $566,- 
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000 new business last year to :ncreage 
his in force total to more than $5 
million. He has qualified for his com. 
pany’s president club 45 times, hag 
been regional vice-president 10 time 
and branch vice-president 11 times, 


Gail L. Shoup, general agent Lip. 
coln National Life at Grand Rapigs 
and immediate past president Interna. 
tional Assn. of A&H Underwriters, jg 
undergoing treatment at Blodgett Hos. 
pital, Grand Rapids, for a coronary 
attack. 


Thomas J. Berk, Metropolitan Life 
safety expert, has been named by Sec. 
retary of Labor Mitchell as one of four 
judges in the contest among 18 federal 
agencies competing for the President's 
safety awards. 


Leroy W. Barnes, president of Na. 
tional College & University Life of 
Atlanta, was in Athens and Rome this 
week on a trip around the world. He 
will visit Nice and Paris before return. 
ing home by way of New York. Other 
cities on his itinerary included Hono. 
lulu, Tokyo, Hong Kong, Bangkok, 
Calcutta, Delhi, Bombay, Karachi, 
Beirut, Damascus and Cairo. 


Joseph M. Bryan, senior vice-presi- 
dent of Jefferson Standard Life, has 
been appointed chairman of the North 
Carolina board of elections. Mr. Bryan 
is also chairman of Pilot Life. 


Deaths 


DE EMMET BRADSHAW, 91, form- 
er president and chairman of Woodmen 
of the World, Om- 
aha, died there. 
With the fraternal 
since 1895, he be- 
came a member of 











the board in 1899. 
He rose to gen-| 
eral attorney and ' 
in 1932 became 
president. He was 
chairman from 
1943 until his re- 
tirement in 1956. 
Mr. Bradshaw 
helped __ organize 
Fraternal Society Law Assn., now part 
of National Fraternal Congress. He was 
also an organizer of the Arkansas Bar | 
Assn. in 1898. A governor of Ak-Sar- 
Ben, Nebraska booster and service or- 
ganization, he purchased the Ak-Sar- 
Ben Bridge across the Missouri River 
and secured loans on the span. 


HERBERT D. BURNS, a director 
and former president and chairman 
of Crown Life, died. A director since 
1927, he became vice-president in 1937 
and president and chairman in 1946. 
He relinquished the presidency in 
1951. Mr. Burns had been also presi- 
dent and chairman of the Bank of 
Nova Scotia, with which he had been 
connected since 1896. 


H. HUGH McCONNELL, 51, 1st 
vice-president of Metropolitan Life, 
died at his home in Montclair, N. J. 
He joined Metropolitan in 1945 as an 
investment analyst and was elected an 
assistant vice-president in 1948, 3rd 
vice-president in 1950 and 2nd vice- 
president in 1952. Before going with 
Metropolitan he had been with the 
New York investment-banking firm of 
Brown Brothers, Harriman & Co. 











De Emmett Bradshaw 











tn. semen, 


Stewart Opens Actuarial Office 
W. Murdoch Stewart has open 
offices at 201 North Wells Street, 


Chicago, as a consulting actuary. He 
has had more than 25 years of ex- 
perience in the life insurance field. 
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Advises Recruiting More Men Who 
Can Sell To Under-25s, Over-45s 


Genera! agents of Mutual Benefit 
Life at their annual meeting at Bal 
Harbour, Fla., were urged by Wilbur 
E. Hintz, 2nd vice-president and di- 
rector of agencies, to recruit more 
men who can reach the market for 
life insurance in the age brackets 
under age 25 and over 45. 

“Our traditional markets are get- 
ting smaller, not only for sales but 





NEW ASSOCIATION OFFICERS 

President—Laurance W. McDougall, 
Cleveland. 

Vice-president—Edward L. Rosen- 
baum, New York City. 

Secretary-treasurer — William N. 
Thurman, Atlanta. 

Directors—Theron M. Lemly, Mem- 
phis, Paul J. Quillin, Milwaukee, and 
Mr. Thurman. 








for manpower, too,” he said. The 
number of people in the 25 to 40 age 
group in our population is dwindling. 
The competition for selling and re- 
cruiting in this group is getting much 
more keen. 


Asks About Rapport 


“Traditionally, we have done a good 
sales job with prospects in this age 
group, but what have we really done 
in the younger market—that ever- 
growing class of buyers under age 25? 
Is it because we do not recruit the 
kind of men who understand the prob- 
lems of these younger and older peo- 
ple, or are we recruiting people who 
do not have the kind of rapport with 
these prospects necessary to make 
sales? 

“We have to improve our opera- 
tions in order to compete. We are go- 
ing to have to learn how to recruit, 
successfully, men who can operate in 
these markets. This is the challenge 
we face. We can no longer allow these 
markets to go by default.” 


Earls Stresses Recruiting 


Recruiting should not be regarded 
as just something that is done to re- 
place failures, said William T. Earls, 
Cincinnati general agent. 

“You recruit just to stay alive,” 
he said, “just to keep even in the face 
of losses which you could not possibly 
foresee or control. Such losses are go- 
ing to occur in your agency just as 
they have in mine. Good management 
or had management won’t control 
these losses. 


Propitiousness Not The Question 


“Whether this time is the most 
propitious to recruit or not, or wheth- 
er it would be more profitable to re- 
cruit at some other time is academic. 
I think we have to keep recruiting 
all the time, keep a steady flow of 
new Manpower, new enthusiasm and 
hew production, just to stay where we 
are. That’s the nature of our business. 

“It’s probably true that we don’t 
make as much money per recruited 
man as we used to. But, on the other 
hand, it’s a lot easier for a new man 
to make a success today than it was 
back in the early days in the life in- 
surance business during the 1930s. 
Then you could make a profit on a 
man producing a quarter of a mil- 


——— {lion dollars worth of business a year. 


Dffice 
opened 
Street, 

ary. He 
of ex- 

field. 


But what a Herculean job it was in 
the '30s to find a man who could write 
a quarter of a million.” 

Mr. Earls urged his fellow general 
agents to set their sights high in re- 
cruiting—to seek potential million dol- 


lar producers. His agency now has 23 
men who have written a million at 
least once and it has four or five who 
have the capacity and will write a mil- 
lion in the next year or so, he said. 

“Why are we getting this kind of 
men?” he asked. “We are getting them 
because we are looking for them all 
the time and we are trying to guard 
against accepting any others. Boy, I 
wish we could do this! I make ex- 
ceptions, just like you do. Without 
exception, it’s the ones who don’t con- 
form to this pattern who are causing us 
all the trouble.” 

Mr. Earls strongly endorsed the use 
of the district agency system for the 
development of an agency. 


Thurman Praises Movie 


William N. Thurman, general agent 
at Atlanta, praised “point of sale” 
movies in selling and urged the use 
of the company’s film, “According to 
Plan,” in showing the prospect the 
importance of taking immediate ac- 
tion to use life insurance to solve a 
problem. 

“*According to Plan’ creates fav- 
orable atmosphere for action,” he said. 
“Agents seek, too, to create a favor- 
able atmosphere for action, and this 
film increases their effectiveness. In 
using this tool of selling, we did not 
abandon anything at all. It simply 
helped us, in addition to the things we 
were already doing.” 


Used In $4 Million Of Sales 


The film was used in the sale of 
some $4 million of the agency’s 1959 
production of $10 million. It has pro- 
duced better results when shown to an 
individual or a small group of indivi- 
duals bound closely together by some 
common interest, said Mr. Thurman. 

“We have shown it in the home of 
a business or professional man who 
got a small group of intimate as- 
sociates together after having seen the 
film himself,” he said. “The film has 
produced good relationships and some 
good results when shown to civic clubs 
and other organizations. We always 
get our best results when our per- 
formance can take on the cloak of 
intimacy. Obviously, you cannot pur- 
sue any intimate discussion in the 
presence of a large group. Thus, where 
several people see the film, there is 
the danger of the cooling-off period 
when emotions return to normal.” 


When Conversation Is Crucial 


Douglas W. Johnson, director of sales 
promotion, emphasized the importance 
of conservation efforts during the last 
five days before the expiration of the 
31-day grace period, because after the 
grace period has passed, conservation 
is costly in time, effort, money to the 
agency, the agency office staff and the 
policyholder. 

The following awards were pre- 
sented to general agents at the meet- 
ing: 

Stillman “duel” award, named for 
Chairman W. Paul Stillman, to leaders 
in three production categories. for 
quality of business sold during the 
annual sales campaign known as the 
“duel,” to Mr. Earls, Kenneth R. 
Bentley, Danville, Ill., and William 
H. Elden, Duluth. 

“Duel” volume award, to the Earls 
agency for largest volume in the 
contest. 

“Duel” quota award, for highest 
production over quotas in their re- 


spective production groups, to the 
Earls agency, Bentley agency and the 
E. C. Dunn agency of Nashville. 

Greatest number of million dollar 
producers, to the Murrell Brothers 
agency, Los Angeles. Largest number 
of million dollar producers for any 
agency of comparable size, W. Oliver 
Cass, Indianapolis. 

Group cases award, to the Salinger- 
Wayne agency, New York City, for 
leading the company in cases. 


Guibord Top In Group Volume 


Group volume award, Paul L. Gui- 
bord, Newark, for leading in volume. 

Jones award, for persistency, to 
John V. Smith, Charlotte, N.C. H. Bur- 
ton Hoffman, Billings, Mont., was the 
runner-up general agent. : 

Mathematician’s award, to Gilbert 
F. Dittmer, Toledo, and James M. 
Johnson, New Orleans, winner and run- 
ner-up respectively. 

Brokerage award, for the most out- 
standing job in brokerage manpower 
and production, to Edward L. Rosen- 
baum, New York City. 

Best agency bulletin, to H. Preston 
Smith, Denver. 


21 


Guardian Marks 
President's Month 
With Record Sales 


Record submissions of better than 
$42 million in individual life volume 
and $200,000 of individual A&S premi- 
ums were made by Guardian Life 
agents during the president’s month 
contest. 

Life volume was 10% over the pre- 
vious record set in March of last year. 
A&S premiums were 2.30% above 
those submitted in last year’s cam- 
paign. 

Agency winners were determined by 
establishing quotas. In first place was 
the Baer agency, Philadelphia, which 
exceeded its quota by 333%, followed 
by the Minkler and Herzog agency of 
Mountain View, Cal., 298.5%, and Pom- 
eroy agency of Miami Beach, 249.7%. 

The leading agencies in actual vol- 
ume were Spaulder, Warshall & 
Schnur of New York City, the Green 
agency of Atlanta and Samons-Press 
of New York. 














H. P. SKOGLUND, President 
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HELP in paving the 
way for successful in- 
terviews is provided 
North American field 


Everything’s been moved 


One of the most significant aspects of today’s 
homes is the fact that now everything’s under 
one roof. Probably nowhere is this more notice- 
able than on a modern farm home. 


under one roof 


men by newspaper ads 
like this appearing 
nationally in Nalac 
markets. ; 

It’s one way Nalac s 
CONFIDENT LIVING ™ 










The creaky pump has been replaced by a stain- 
less steel sink with mixer faucets. The old 
ice house out by the barn has been eliminated 
by a refrigerator-freezer. The clothesline’s job 
has been taken over by the automatic dryer. 
The garbage can has been made obsolete by an 
electric disposal. And probably most impor- 








approach is working to 
assure CONFIDENT 
SELLING for its men. 
Complete portfolio of 
Life and S&A. Ask for 
Brochure BO-321. 





* Exclusive North American 
service mark 





tant, the bathroom has moved inside. 


Having everything under one roof makes for a lot 
more comfort, convenience, and sense. Having 
everything under one roof insurance-wise makes 
for a lot of sense and convenience, too. Particu- 
larly if the one “roof” is North American Life 
and Casualty Company. 











Over 
$3, Billion of 
Life Insurance 
in Force. 


Home Office: 
Minneapolis, Minnesota 


Canadian Head Office: 
Hamilton, Ontario 





H. P. Skoglund— President 





personal insurance counselor. 


Every North American representative has a 
complete selection of insurance plans to meet 
your every need. He’s trained to serve as your 
He has the 
knowledge to build a sound insurance program 
balanced to your income, obligations, and am- 
bitions. Why not build a protective ‘‘roof’’ of 
Confident Living over yourself and your family? 


Call on the North American repre 
sentative in youg 


NORTH AMERICAN 
Life and Casualty Company 


J. E.Scholefield, CLU—Vice President, Director of Agencies 


NORTH AMERICAN INSURES CONFIDENT LIVING 
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Text Of What Treasury Says About Keogh Bill's Successor 


CONTINUED FROM PAGE 2) 
plans in taxable income in the 
they are received or made avail- 


such 
veal 


Vesting Not Requested 


The deferment of tax until ultimate 
distribution provided for employes 
with respect to employer contribu- 
tions under qualified plans applies 
whether or not the employe has vested 
rights in the contributions. Typically, 
the employe does not have vested 


rights to such contributions although 
plans vary considerably from im- 
mediate vesting to vesting after reach- 
ing specified years of service, or a 
specified age or until actual retire- 
ment age. Trusts established to ad- 
minister qualified pension plans are 
exempt from tax. 

Similarly, the life insurance com- 
pany income tax act of 1959 granted 
exemption, fully effective in 1961, to 
income earned on insured reserves 
established in connection with auali- 


fied pension plans. In addition, em- 
ployers are permitted to take tax de- 
ductions, within specified limits, for 
their contributions to qualified plans, 
regardless of whether the employes 
have a forfeitable or non-forfeitable 
right to such contributions at the 
time they are made. 

The law grants this favored tax 
treatment only to pension plans which 
do not discriminate as to coverage, 
contributions, or benefits in favor of 
employes who are stockholders, of- 
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* Net gain from operations rose to 
4 $1,377,572, despite the impact of sub- 
stantially increased taxes resulting from 
the new Federal Income Tax Law. In 
1958, net gain from operations was 
$1,231,416—reduced to $946,430 after 
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1959 Annual Report sent 
on request. Address Dept. 9 


Old Republic Life Insurance Company 


Home Office: 307 NORTH MICHIGAN AVENUE, 


Volume of insurance written 
in 1959, totaling $2,723,401,734, was the 
largest in the company’s history and 
increased 15% above the $2,362,985,805 
written in 1958. 


adjustment for retroactive taxes occa- 
sioned by legislation enacted during 1959. 


Earnings per share increased to 
$1.52, against $1.04 in 1958 after the 
tax adjustment. 


Assets, during the past five years, have 
more than doubled, totaling $27,540,881 
on December 31, 1959. Surplus rose 72% 
in the same period to $4,273,819. 
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ficers, supervisors or highly c>mpen. 
sated. There are alternative iosts for 
determining whether the cove. age re. 
quirements are met. Under iiie first 
alternative, the coverage requirements 
are satisfied if the plan covers 70% 
or more of all the employes, or 80% or 
more of all the employes who are able 
to benefit if 70% or more ©! all the 
employes are eligible to benefit under 
the plan. 

Before applying these percentages 
there may be excluded individuals 
who have not been employed more 
than five years, employes whose cus. 
tomary employment is for not more 
than 20 hours in one week and em. 
ployes whose customary employment 
is for not more than five months jn 
any calendar year. 

Under a second alternative under 
the law, instead of meeting the per. 
centage requirements, the plan can 
qualify if it covers employes under g 
classification found by the Internal 
Revenue Service not to be discrimina- 
tory in favor of employes who are 
officers, shareholders, supervisors, or 
highly compensated. 

Most plans satisfy the coverage re. 
quirements under this option rather 
than by meeting the percentage of 
employes test. The law specifies that 
the plan shall not be considered dis- 
criminatory merely because it is lim- 
ited to salaried or clerical employes, 
Dollar Amount Can Vary 

A qualified pension plan cannot 
provide a higher rate of contribution 
or benefit for higher paid employes 
than for lower paid employes or for 
shareholder-employes than for those 
who are not shareholders. However, 
the dollar amount of benefits or con- 
tributions for the higher paid em- 
ployes may be larger than for the 
lower paid employes provided that 
such amounts present a uniform per- 
centage of the compensation of partic- 
ipants. 

Under appropriate circumstances, 
the private plan may be integrated 
with the social security system where- 
by the portion of social security bene- 
fits which is not attributable to the 
employe’s own contributions is taken 
into consideration in determining 
whether the benefits paid by the pri- 
vate plan meet the non-discrimination 
test. 

The portion of social security bene- 
fits not attributable to the employe’s 
own contributions is considered equi- 
valent to a benefit which can be fi- 
nanced by a 93%%% contribution rate 
on wages up to $4,800 under money- 
purchase types of plans. In terms of 
benefits this portion has been valued 
at 3714% of wages covered by the 
social security system, up to $4,800 
a year. 

Under the integration rules, the 
benefits of higher paid employes, after 
being combined with the designated 
portion of social security benefits, must 
not be larger in relation to salary than 
the similarly combined benefits of 
lower paid employes. 


Blocks Subterfuges 

The income tax regulations point 
out that a pension or similar plan 
which is so designed as to amount to 
a subterfuge for the distribution of 
profits to shareholders will not qualify 
as a plan for the exclusive benefit of 
employes. The plan must benefit the 
employes in general. This contem- 
plates coverage of a wider range of 
employes than the limited participa- 
tion of a group consisting predominant- 
ly of shareholders where there are 
other full-time employes who have met 
a reasonable service requirement. 3 

The “exclusive benefit of employes 
requirement is not met if, by any de- 
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ever, discrimination is ef- 
favor of the shareholders. 

Thus, approval has been denied to 
plans in a2 number of cases where the 
effect of ihe plan provisions, includ- 
ing those designed to integrate with 
socal security benefits, is to exclude 
non-owner-employes, leaving share- 
|nolder-employes as the sole benefi- 
| caries. However, a qualified plan 
may be maintained only for share- 
holder-employes if there are no other 
permanent employes. 

Why The Problem Arises 

The present problem of how to treat 
the retirement savings of self-em- 
ployed individuals arises because they 
are not permitted by law to participate 
in qualified pension plans. Under the 
internal revenue code, only employes 
are permitted to participate in such 
plans. It has been asserted that un- 
der some circumstances the grounds 
for making self-employed people in- 
eligible for coverage under qualified 
pension plans are somewhat artificial. 

Working proprietors and partners 
/ engaged in activities which can be 
incorporated under the laws of their 
respective states may form corpora- 
tions and become employes for pen- 
sion plan purposes. Certain unincor- 
porated organizations also might, for 
a variety of reasons, be treated as an 
association taxable as a corporation 
so that for tax purposes the members 
may become “employes.” 

Problem With Subchapter S 

Indeed, under subchapter S of the 
internal revenue code, proprietors 
and partners may incorporate, be taxed 
substantially as partnerships or pro- 
prietorships without corporate tax 
liability, and nevertheless be treated 
as “employes.” The Internal Revenue 
Service has administrative problems 
in dealing with partnerships which 
attempt to be treated as associations 
in order to allow the members to ob- 
tain coverage under qualified pension 
plans. This constantly raises difficult 
questions of substance over form. 

As we indicated on June 17, 1959, 
in our statement before your com- 
mittee, we do not believe that H.R. 10 
represents a satisfactory approach to 
the tax treatment of the retirement 
savings of self-employed people. This 
bill would allow self-employed indivi- 
duals to establish their own voluntary 
pension plans with tax advantage 
without making any provision for the 
retirement needs of their employes. 

For the first time it would permit 
the establishment of voluntary re- 
tirement plans conferring tax advant- 
ages for the exclusive benefit of the 
employer. Even if H.R. 10 were 
adopted, there would still remain sub- 
stantial differences between the tax 
treatment of self-employed individuals 
covered by voluntary retirement plans 
and employes, including owner-man- 
agers of corporations, covered by quali- 
fied pension plans. 

Moreover, a precedent would be 
created for allowing individuals to take 
tax reductions for retirement savings 
even though historically such favored 
tax treatment has been allowed only 
in the case of non-discriminatory plans 
for the benefit of employes. Such a 
Precedent could have very severe re- 
Percussions on the fundamental na- 
ture of the individual income tax an 
on tax reductions. ee 

In view of these problems, we have 
concluded that it would be unwise to 
add the unique benefits and precedent 
of H.R. 10 to our existing laws per- 
taining to retirement income. 


Alternative Approach 


Serious difficulties raised by H.R. 10 
Would be avoided under an alternative 
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approach which, with appropriate safe- 
guards described below would allow 
self-employed individuals the right to 
be covered by pension plans like em- 
ployes. This would permit self- 
employed individuals (including the 
partners of a partnership) to establish 
a qualified pension plan for them- 
selves and their employes and thereby 
secure treatment similar to that ac- 
corded to owner-managers of corpora- 
tions covered by such a pension plan. 

It would also eliminate the problems 
now resulting from attempts by part- 
nerships to secure classifications as a 
corporation for tax purposes in order 


to be eligible for coverage in a quali- 
fied pension plan. This approach 
would allow self-employed individu- 
als to secure the benefits of a quali- 
fied pension plan only by establishing 
a plan meeting the requirements of 
the internal revenue code as to non- 
discrimination of benefits and coverage- 

Moreover, since the retirement needs 
of the self-employed would be met 
within the framework of the present 
provisions of the internal revenue 
code relating to pension plans, it 
should not create a precedent for al- 
lowing individuals to take tax deduc- 
tions for a wide variety of individual 


23 


savings for different purposes. 

As under present law, the qualified 
pension plans covering self-employed 
individuals could be funded through 
contributions to a trust or by self- 
employed individuals establishing such 
plans for themselves and their em- 
ployes could, if they chose to do so, 
use associations to pool their separate 
funds for investment purposes. 

Any legislation allowing self-em- 
ployed individuals to be covered under 
qualified pension plans should provide 
adequate safeguards to prevent un- 
warranted advantages. To a consider- 
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Webster defines a seminar as “a group of students 
engaged in original research”, and so it will be 

at Kansas City Life’s Sixteenth Annual President’s 
Club Seminar to be held at New Orleans 

April 25 through April 27. At our Annual Seminar 
field-tested plans will be discussed at small 
“Room-Hopping” sessions. They will be conducted 
by Kansas City Life agents, who, through their 
experience, will increase the knowledge of 

their fellow-agents. 


From our own Field Training Department will 
come the presentation of new ideas and materials 
designed exclusively for Kansas. City Life agents. 


Perhaps nowhere else is the wife as much a 
partner to her husband as is the wife of a 
life insurance agent, so our agent’s wives are urged 
to participate in all of the business sessions. The 
wives and Kansas City Life have both found 
this participation to be most valuable. 


Of added value are the informal 
get-togethers where ideas and 
experiences are passed from one “Key 
Man” to the next. 


This knowledge is not confined to the 
Seminars themselves. The proceedings are 
reprinted in “Lifetime”, Kansas City Life’s 

magazine edited for our agent, The Key Man 
at Kansas City Life. 
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However, because the present pro- 
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ployed would require additional provi- 
sions to meet the new problems that 
would result from such extended cov- 
erage. Some of the features that such 
legislation would have to contain are 
outlined below. 


Lists Specific Features 


1. A proprietor or partner should be 
covered under a qualified pension 
plan only if he performs personal serv- 
ices. Since the objective of such pen- 
sion plans is to provide retirement 
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parent” family. May be added to 
new or existing Ohio National Life 
policies. 

Competitive Annuities 
Immediate annuity single premi- 
ums and retirement annuity net 
costs drastically reduced. 
Guaranteed Purchase Option 

This low-cost rider keeps lots of 
doors open. 


See how these and many other 
changes in Ohio National Life’s 
1960 Golden Anniversary RATE 
BOOK can show you the way to 
increased sales and commissions. 
If you’re a full-time agent with 
another company, we solicit your 
surplus business only. 
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benefits, it would be entirely inappro- 
priate to allow inactive owners who 
derive their income entirely from in- 
vestments to participate. A corporate 
shareholder c2n participate in a quali- 
fied pension plan only if he is an em- 
ploye of the corporation. 

Benefits and contributions for cov- 
ering self-employed individuals en- 
gaged in activities involving significant 
capital investment should be based 
only on the part of business income 
attributable to personal services. Un- 
less this is done, self-employed indi- 
viduals would be given an advantage 
over other covered employes, includ- 
ing owner-managers of corporations, 
whose benefits under present law are 
based solely on their earned income. 


Not Social Security Based 


This means, for example, that pen- 
sion benefits or contributions for self- 
employed individuals should not be 
based on the amount of their self- 
employment income for social security 
purposes as proposed under H.R. 10 
where such income includes invest- 
ment income as well as personal serv- 
ice income. 

2. Unless, as outlined below, the 
vested benefits provided for employes 
are substantial in relation to those 
provided for the owners of the busi- 
ness, limitations should be placed on 
the pension contributions that self- 
employed individuals (individual pro- 
prietors and partners who have a 
partnership interest exceeding a speci- 
fied percent, say 10%) should be 
allowed to make for themselves. 


Suggests Transition Period 


Similar limitations, with a transition 
period for existing plans, should be 
applied to contributions on behalf of 
stockholder-employes who own a spec- 
ified percent of the voting stock or of 
all classes of stock. In applying these 
rules, the ownership interests of close 
relatives should be taken into consid- 
eration. 

The application of these limitations 
to contributions on behalf of such 
stockholder-employes is basic to the 
plan both in terms of equity and reve- 
nue. It is an essential part of the plan 
to provide comparable treatment for 
the retirement savings of self-em- 
ployed persons and owner-managers 
of corporations and to avoid reintro- 
ducing the problems inherent in at- 
tempts by partners to be treated as 
associations in order to secure more 
favorable pension treatment. 

Moreover, while the estimates are 
difficult to make at this time, as noted 
below, applying these limitations to 
pension contributions on behalf of 
stockholder-employes would over the 
years provide some offset to the cost 
of extending similar pension coverage 
to self-employed people. 


Limitations Are Given 


Appropriate limitations would 
clude the following: 

(a) A basic employer contribution 
on behalf of each self-employed indi- 
vidual or corporate owner-manager 
would be permitted, amounting up to 
10% of earned income, or $2,500, 
whichever is less. Such contributions, 
however, could not: be discriminatory 
in favor of the owners as compared 
with employes. 

(b) Nevertheless, non-discrimina- 
tory contributions on behalf of self- 
employed individuals and corporate 
owner-managers would be permitted 
to exceed this basic amount under 
certain conditions where there are 
substantial contributions made on be- 
half of other employes. Regardless of 
the 10%—$2,500 limit, pension contri- 
butions on behalf of each self-em- 
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special limitation on non-discriming. 
tory contributions for self-employeg 
persons and corporate owner-man. 
agers if the total amount of such 
contributions did not exceed one-half 
of the total annual deductible contri. 
butions vested in all employes who 
are neither owners nor close relatives 
of an owner. (This limitation is rough. 
ly similar to the so-called 30% rule 
[I.T. 3674] which was applicable ip 
limiting the deduction of owner-man. 
agers of corporations prior to 1959, 
Under the latter rule no more than 
30% of the total employer contriby. 
tions under a qualified pension, profit. 
sharing, or stock-bonus plan could be 
used to finance benefits for stock. 
holder-employes who own more than 
10% of the voting stock. This rule was 


held 


invalid by the tax court in 


Volkening Inc. [1949 13 T.C. 723] since 
there was no specific statutory author- 


ity for the rule.) 
Can’t Split Activities 


(d) Individuals should not be per- 
mitted to arrange to increase the al- 
lowable amounts that can be contri- 
buted on their behalf to qualified 
pension plans merely because they 
split their activities into several busi- 
nesses each with a different pension 


plan. 
Under these limitations, 


contribu- 


tions made on behalf of a self-em- 
ployed individual or an owner-man- 
ager of a corporation could exceed 10% 
of his earned income or $2,500 a year 
only where the pension plan provides 
vested rights for at least some em- 
ployes. Where employes have vested 
rights there is an automatic safeguard 
that funds contributed ostensibly on 
their behalf will not as a result of 


forfeiture, 


eventually accrue to the 


individuals establishing the plan. This 
helps both to prevent abuses and to 
reduce problems of administration. 


Vested Rights In Plan 


Moreover, except where he is a part 
of a large enterprise with numerous 
partners, the self-employed individual, 


as a practical matter, 


has 
amounts to a _ vested right 


what 
in the 


amounts set aside for him under a 
pension plan, even though the plan 
nominally provides only forfeitable 
rights. Thus a_ self-employed person 
would have to give other covered em- 
ployes comparable vested rights if he 
wished to increase contributions on his 
behalf above the basic allowance. 


3. Pension plans providing 


benefits 


for self-employed individuals or own- 
er-managers of corporations should be 


specifically precluded from 


taking 


credit for social security payments 


under the integration rules so as to 
exclude from benefits all other indi- 
viduals. For example, a self-employed 
individual earning a_ substantial in- 
come whose employes all earn not 
more than $4,800 a year (the amount 
covered by social security) should not 
be permitted to establish a qualified 
pension plan which nominally covers 
himself and all his employes but 
which, in effect, provides no contribu- 
tions for the latter on the grounds that 
their retirement needs are met by 


social security benefits. 


To allow this would be contrary 10 
the fundamental purpose of qualified 


pension plans, which is to provide}; 


retirement benefits for employes sé? 
erally and not merely for the owners 
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of a business. Such problems would be 
reauced i! plans with total contribu- 
tions for self-employed individuals and 
corporate owner-managers exceeding 
one-half of the total contributions 
made for all other employes were re- 
quired to provide non-discriminatory 
pension contributions or benefits for 
all covered employes starting with the 
first dollar of earnings regardless of 
social security benefits. 


problems Would Arise 


Moreover, even where the contribu- 
tions for the owners do not exceed 
one-half of the total contribution made 
for their employes, a special problem 
would arise when a_ self-employed 
individual who is not covered by the 
social security system establishes a 
plan under which benefits for his 
employes are integrated with social 
security benefits. The present integra- 
tion rules might be interpreted to per- 
mit such a self-employed person to 
contribute to the plan at a higher rate 
with respect to the first $4,800 of his 
earned income than he contributes for 
his employes under the social security 
system. 

This discrimination in favor of such 
self-employed individuals could be 
avoided by covering such individuals 
under the social security system or by 
restricting their pension contributions 
on their own behalf to their earned 
income in excess of the level covered 
by social security. 

If this alternative approach were to 
be enacted, your committee may wish 
at some later date to consider allowing 
all qualified plans covering corporate 
owner-managers and_ self-employed 
people to take credit for social security 
benefits in determining whether the 
private benefits are non-discrimina- 
tory. This might be considered as part 
of a program to provide uniform inte- 
gration rules for all qualified plans, 
including those covering working 
owners. 

There is some indication that in 
certain cases the present rules have 
resulted in reducing unduly the bene- 
fits derived from the private plan by 
employes whose entire wages fall 
within the limits covered for social 
security purposes. One possibility 
which merits study would be to allow 
all pension plans to take credit under 
‘the integration rules for only the 
amount of the employer’s social secur- 








ity contributions on behalf of employes. 
Additional Contributions Allowed 


4. Under contributory plans, self- 
employed individuals and owner-man- 
agers would be permitted to make 
additional non-deductible contributions 
consistent with those permitted for 
employes. To prevent unwarranted tax 
advantages through the deferment of 
tax on the earnings of large accumula- 
tions of funds, the additional non- 
deductible contributions by such indi- 
viduals would be limited to 10% of 
earned income up to $2,500 a year. 

However, self-employed individuals 
without employes would not be per- 
mitted to make such additional contri- 
butions. To discourage self-employed 
individuals and owner-managers from 
contributing non-deductible amounts 
In excess of the allowable limits, some 
Penalty should be imposed where such 
excess contributions are made. 

5. Where the pension plan does not 
Provide all covered employes with 
vested rights, forfeitable contributions 
made on behalf of employes would not 
Permitted to accrue eventually to 
the self-employed person or the cor- 
porate owner-manager establishing the 
Plan. Instead, as under present income 
tax regulations relating to pension 
Plans, any forfeitures resulting under 
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the pension plan would be used to 
reduce the employer’s contributions 
and would not be used to increase 
benefits for the remaining participants. 

6. In the absence of special provi- 
sions, some self-employed individuals 
might seek to increase the tax advan- 
tages resulting from coverage under a 
qualified pension plan by overfunding 
the employes’ benefits under the plan. 
The tax deductions for the excess con- 
tributions, for example, might be 
taken in high-income years and the 
excess amounts on termination of the 
plan might be withdrawn and included 
in the self-employed individual’s tax- 
able income in a period when his in- 
come is relatively low. To reduce the 
amounts reverting to an employer on 
termination of a plan, all employes 
covered at the time of termination 
would be given vested rights to bene- 
fits, as under present administrative 
rules. 


Can’t Terminate At Will 


7. A somewhat similar problem 
would arise if a covered self-employed 
individual could terminate the plan at 
any time or could keep the plan in 
effect beyond his expected lifetime. 
Although the plan is established to 
provide retirement benefits, the self- 
employed individuals, if they could 
terminate the plan at will, could 
secure special averaging advantages; 
they could reduce their taxes in high- 
income years by reason of their con- 
tributions to the plan and withdraw 
the funds from the plan in low tax 
years. 

This unintended tax benefit could be 
avoided by requiring that the plan be 
irrevocable and by imposing penalties 
on any withdrawals other than for 
disability before some normal retire- 
ment age, say 60. Such penalties could 
include an increased tax on such early 
withdrawals and a denial of the 
opportunity to participate in a quali- 
fied plan for some period such as five 
years. There should also be included a 
requirement that the self-employed 
individuals start withdrawals before 
some maximum age, say 70. 

8. The prohibited transaction rules 
provided by the internal revenue code 
to prevent abuse through the misuse of 
pension funds should be strengthened 
for plans covering self-employed in- 
‘dividuals and owner-managers of 
corporations. For such plans it might 
be desirable to apply the type of pro- 
hibited transaction rules proposed in 
H. R. 10 to prevent any opportunity 
for self-employed individuals to take 
a deduction for funds contributed to a 
pension plan and then, in effect, take 
back these funds for their own use 
while such funds are ostensibly still in 
the pension plan. 


Flexible Plan Considered 


9. With appropriate safeguards, in- 
stead of participating in a pension plan 
providing for specific contributions or 
benefits, self-employed individuals 
might be permitted to participate in a 
form of retirement plan which would 
allow them to set aside funds in pro- 
fitable years and yet not commit them 
to do so in non-profitable years. If 
self-employed individuals are allowed 
to be covered by retirement plans pro- 
viding such flexibility, contributions 
on their behalf should be subject to the 
limitations described above to prevent 
abuse. 

In addition, plans of this type should 
be permitted for the self-employed 
only if they (1) provide a definite 
formula for contributions, (2) grant all 
covered employes immediate vested 
rights to employer contributions, (3) 
do not permit contributions on behalf 


of self-employed individuals to be 
lumped in one year through the carry- 
over of unused deductions in prior 
years, and (4) provide that benefits to 
covered self-employed individuals are 
not to be paid before the age of 60, 
except in the case of early disability. 
It would be basic to the approach to 
apply similar limitations to qualified 
profit-sharing plans covering owner- 
managers of corporations, with a tran- 
sition period for existing plans. 


Treatment Should Be Changed 


10. The present long-term capital 
gains treatment accorded to lump-sum 
distributions by qualified plans at 
termination of the employe’s service or 
at his death should be removed. In- 
stances have come to our attention 
where the employes have received 
lump sums in excess of $800,000 tax- 
able at capital gains rates. 

These lump-sum distributions are 
not true capital gains, and the present 
capital gains treatment seems to have 
been extended to them primarily to 
mitigate the impact of the progressive 
tax rates on sums which have been ac- 
cumulated over long periods of time. 
This aim would be served better by 
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providing some form of direct averag- 
ing treatment for these lump-sum 
distributions, such as would be pro- 
vided by H. R. 10 for lump-sum distri- 
butions received after the age of 65. 
The exemption from estate and gift 
taxes of pension rights attributable to 
employer contributions under qualified 
plans should also be reexamined. 


Revenue Loss Discussed 


The revenue loss resulting from the 
basic approach outlined in this letter, 
insofar as it is attributable to the tax 
relief provided for the self-employed, 
would be less than the $365 million 
estimated annual revenue loss involved 
under H. R. 10. Utilization of the legis- 
lation would be reduced because self- 
employed people would be able to 
secure the tax relief for their retire- 
ment savings only by establishing 
qualified pension plans providing eom- 
parable benefits for their own em- 
ployes on a non-discriminatory basis. 

Under this approach, self-employed 
individuals making substantial pension 
contributions for their employes could 
make larger contributions on their own 
behalf than under H. R. 10. However, 
the additional cost attributable to this 
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nationally known 
speaker 
and author of many 
other books, articles and sell- 


To: THE DIAMOND LIFE BULLETINS, Department of 
The National Underwriter Company, 420 East Fourth Street, Cincinnati 2, Ohio 


SALES BROCHURES 


He 
hool 


@ “How to Preserve Your 
Sole Proprietorship” 

@ “How to Preserve Your 
Partnership” 

@ “How to Preserve Your 
Close Corporation”’ 

@ “How to Offset the Loss 
of a Key Man” 


Law 


authority 
on life insur- 


Over 600,000 In Use In All Corners Of The Globe! 


Now in 17th annual printing, Gravengaard Business Text Books and Visual Selling 
Brochures are the most successful business publications ever printed. 
enthusiastic users are life underwriters, MDRT members and aspirants, General 
Agents, Managers, home office executives, attorneys, trust officers, accountants, 
They are standard training material in many 
leading companies, agencies and universities. 

It is matter of record, that all who use these publications achieve rapid success in 
the lucrative field of Business Insurance (statistics show that about 60% of Amer- 
ican business still is without Business Life Insurance)! 
engaard Text Books and Brochures, it is as eas 
personalinsurance. Better order your supply today. Simply use handy coupon below. 


Their 


With help from the Grav- 
to sell Business Insurance as it is 


Packages of 4 Tet Books and 4 Illustrated Sales Brochures (1 pkg. $9., 10 pkgs. $7.60 

ea. pkg., 25 pkgs. $6.80 ea. pkg., 50 pkgs. $6.20 ea. pkg., 100 pkgs. $5.60 ea. pkg.) * 

(1 set $5., 10 sets $4.40 ea. set, 25 sets $4. ea. set, 50 sets 
$3.60 ea. set, 100 sets $3.20 ea. set.) * 

_____Sets of 4 Illustrated Sales Brochures. (1 set $4., 10 sets $3.20 ea. set, 25 sets $2.80 
ea. set, 50 sets $2.60 ea. set, 100 sets $2.40 ea. set.) * 


Ring Binders (will hold 4 Text Books or 4 Brochures— $1.25 each). 
*Less in Larger Quantities — Imprint Prices upon request. 





Ld 7 


Street Address. 





Name. 





Zone State. 








City 





tY than counter- 
fact that the approach 

i.e allowable deductions 
employed only on their 

ome and would not allow 
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ally by older people without 

ployes. 

A portion of the revenue loss result- 
ing under this approach would also be 
due to the coverage under new pension 
plans of employes of self-employed 
persons. While it is difficult to esti- 
mate the total revenue effect, we 
believe that the annual over-all reve- 
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nue loss attributable to the coverage 
of self-employed people and _ their 
employes in new pension plans as 
outlined above would range between 
$150 million and $250 million before 
taking into account offsets due to 
corresponding changes in the corpor- 
ate pension and profit-sharing area. 
In the long run some part of this 
revenue loss would have resulted apart 
from the approach since, with the 
rapid growth of pension plans, a 
significant number of the employes 
covered under the new pension plans 
might eventually have been covered by 


pension plans in any event. The long- 
run revenue loss resulting from the 
approach we have described should 
be considerably less than that resulting 
from H. R. 10 in its present form, 
particularly since it avoids the pre- 
cedent that the latter would offer. 


Difficult To Estimate Increase 


It is difficult to estimate the in- 
crease in revenue that would result 
from placing the limitations described 
above on qualified plans covering 
owner-managers of corporations and 
from elimination of the present capital 
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gains treatment of lump-sum . istriby. 
tions. However, the revenue {fect of 
these changes should over t'.2 year 
provide significant offsets to the 
revenue loss from extending OVerage 
under pension plans to self-: mployeg 
people. | 

The Treasury believes tha the a}. 
ternative approach as outlinec is more 
sound and equitable than the measure 
now under consideration. However, the 
committee and Congress in considering 
the alternative approach must also 
consider whether, if the tax base is to 
be further limited and _ legislation 
which will reduce tax collections ep. 
acted, this particular area is entitle 
to first priority. Any legislation shoulg 
also take into account current ang 
future budgetary requirements and the 
essentiality of substantial debt redye. 
tion in fiscal 1961 and_ subsequent 
years. 

If your committee desires to recom. 
mend legislation along the lines of this 
approach, the Treasury staff will ¢o. 
operate with the joint committee staff 
in drafting a bill. This plan represents 
a different approach to the problems 
involving the self-employed and, as an 
integral part of the approach, concerns 
(1) corporate plans covering stock. 
holder-employes with substantial pro. 
prietary interests, (2) the capital gains 





treatment now accorded to certain 
lump-sum distributions by pension 
and profit-sharing plans, and (3) 


possibly, the gift and estate tax ex. 
emptions now provided for pension 
rights attributable to employer contri- 
butions under qualified plans. 
While the Treasury is not advised as 
to whether in the discretion of the 
committee it is intended that hearings 
be held concerning all aspects of the 
approach as outlined, we should point 
out that the changes suggested are 
both substantive and important. 


Chicago Paper Takes 
Note Of New Stock 
Life Companies In Ill. 


A second Chicago newspaper has 
given attention to the rise of domestic 
stock life insurance companies. A few 
weeks ago the Chicago Tribune out- 
lined a method by which promoters of 
inexpensive stock are able to sell sev- 
eral issues to the public at successively 
higher prices, and last week the Chi- 
cago Daily News, known for its anti- 
insurance reports, ran a much stronger 
article which had as its opening sen- 
tence: “Is Illinois a haven for life in- 
surance promoters who couldn’t get by 
in other states?” 

Saying “numerous charges” have 
been received by the paper and 
brought to the attention of Director 
Joseph Gerber, the story says new 
companies “have been and are being 
organized in Illinois to profit at the 
expense of an uninformed public.” It 
also is charged, the paper says, that 
the insurance department is “soft” on 
insurance promotions that promise the 
policyholder dividends will pay all his 
premiums in seven to 10 years, and 
the department is “failing in its duty 
to put the interests of the policyhold- 
er and the public ahead of the stock- 
holders and promoters of a new com: 
pany.” 

The paper goes on to say that Texa‘ 
and Indiana will not allow the use @ 
so-called founder or charter policies 
but no such action has been taken I 
Illinois. 

An accompanying article offers som 
tips from Illinois Assn. of Life Under- 
writers on how buyers might protet 
themselves against misrepresentation 
involved with coupon policies and the 
like. 
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We are specialists in pro- 
ducing films . . . both mo- 
tion picture and sound 
slidefilms . . . for insurance 
companies. These are not 
stock films but films indi- 
vidually created to meet 
the special requirements of 
our insurance company 
clients. 21 of these Colburn 
Motivation Presentation 
films have aided in the sale 
of over $1 billion in insur- 
ance. To learn how our 
creative film production 
service will be of benefit to 
your company, write or 
telephone us. 
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Chicago Life Agents 
Hear Gerber Views 


(CONTINUED FROM PAGE 4) 
way of doing business are attempts to 
broaden coverage and the problem of 
guaranteed insurability with the pos- 
sibility that the agency system may be 
circumvented. 

Mr. Gerber was followed by Harold 
Blake Walker, minister First Presby- 
terian Church, Evanston, Ill., who, 
while not speaking on insurance as 
such, made one of the most well- 
received contributions of the day. 

The panel sessions were on pros- 
pecting; planning and organization; 
package selling; motivation and clos- 
ing business insurance; simple pro- 
graming and social security; estate 
planning, and meeting outside com- 
petition. In that order, chairmen-mod- 
erators were Russell W. Steger, gen- 
eral agent New England Life; Robert 
H. Swanson, general agent New Eng- 
land Life; W. G. Van der Voort, gen- 
eral agent Connecticut Mutual; Oliver 
R. Aspegren Jr., general agent Ohio 
National Life; Harry R. Schultz, Mu- 
tual of New York; Llewellyn G. Owens, 
manager Equitable Society; Franklin 
C. Tyson, Connecticut General, and 
Robert B. Hamor, vice-president and 
director of agencies Continental As- 
surance. 

Tying life insurance to a man’s 
liabilities is the best way to combat 
the buy-term-and-invest-the-differ- 
ence philosophy of mutual funds, said 
Earl M. Schwemm, general agent at 
Chicago of Great-West Life. Speaking 
at a workshop on meeting outside 
competition, he said that if a man has 
liabilities, he needs life insurance, not 
stocks. 


Learn About Investments 


He advised agents to learn as much 
about investments as they could. The 
more the agent knows about the com- 
petition, the stronger he feels about 
his own product and the more com- 
petent he is to point out weaknesses in 
the competitor’s product. 

Mr. Schwemm was not implacably 
opposed to mutual funds. If the client 
has a sufficient amount of life insur- 
ance, he said he could see no reason 
why the client shouldn’t invest, and 
an agent who knows stocks should be 
able to direct him to some good ones 
with more favorable loading costs. 

The insurance industry for years 
ignored the public’s desire for higher 
investment income. “We took a nega- 
tive attitude on capital appreciation. 
I think this was a bad mistake,” he 
declared. 

Mr. Schwemm said there was no 
“flight from the dollar” by the public, 
but there has been an increase in 
stock sales. 

Walter G. Gastil, director of west 
coast agencies of Connecticut General 
Life, as wind-up speaker, gave an 
inspirational talk on better living by 
doing a better job. All people, he said, 
have to have an income from some 
source to trade for the right to live. 
Life agents are selling the only prod- 
uct that will produce income when- 
ever it is needed and as much as is 
needed. 

The measure of a man’s growth is 
the measure by which he helps some- 
one else, and life insurance, by its 
very nature, enables the agent to do 
that, he remarked. 

Mr. Gastil said that everyone can 
attain the success he desires if he 
believes he has the capacity to achieve 
it. 

Burnham L. Batson, manager Con- 
necticut General Life, was chairman 
of the event. 
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‘Remember the days when balloons, cotton candy, and ice cream were 
extremely important factors in your life? 
As we grow older, we think less about our childhood dreams and 
concentrate on present day realities such as future security. 
Granted, balloons may have been more enjoyable subjects but even 
they would occasionally pop and change our world of make believe 
into a world of tears. This is a perfect analogy for our present world 
of realities. If a disaster were to strike your family, could you cope 
with it? Or will a disaster shatter your “balloon of security.” 
The Federal Life Insurance Company of Chicago offers the finest 
Secured Income Plan in the insurance field today. This non- 
cancellable, guaranteed renewable plan is a combination of Life and 
Accident and Health—just the thing to protect your “Security 
balloon.” 
Manager openings in Kansas City, Minneapolis-St. Paul and 
other prominent cities are available. If you would like further 
detals on selling this plan write: Emery Huff, Agency VP. 
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tHiome Office Changes 


Franklin Life 

F. R. Jordan, vice-president and 
actuary, and Harry Gibson, purchasing 
director, have retired. Both have been 
with the company 48 years. Mr. Jordan 
became vice-president in 1941 and Mr. 
Gibson was appointed purchasing di- 
rector in 1953. 


Northeastern Life 

Michael Marchese, vice-president, 
has been elected to the position of 
director and member of the executive 
committee; H. E. Rieve, general coun- 
sel, to vice-president in charge of 
group operation; R. S. Miller, assistant 
counsel, to secretary; D. A. Yannan- 


tuono, comptroller, to comptroller and 
treasurer; Shirley Sendler, actuarial 
department manager, to assistant sec- 
retary in charge of actuarial opera- 
tions, and Thomas Nardo, accounting 
manager, to assistant comptroller. 


Pacific Mutual 


V. S. Bebenin and Lewis Cass have 
been appointed director and assistant 
director, respectively, of the new agen- 
cy management training division. Mr. 
Bebenin has been assistant manager 
at San Francisco, and Mr. Cass, who 
has been northwestern regional super- 
visor, has had previous experience 
with Aetna Life. 
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purchasing the real estate and insuy. 
ance departments of Allen Enterprise 
of Boulder and Allied Agency of Den. 
Richard L. Ben- ver. Mr. Lefferdink is the founder of 
son, assistant man- Colorado Credit Life and was presi. 
ager of agencies, dent until about 18 months ago. 
has been named Mr. Robinson will re-name the in. 
manager of agen- surance units of the Allen Enterprise; 
cies, west coast, the Robinson-Ford Co. agency With 
with headquarters offices in Boulder. Allied Agency oj 
in San Francisco. Denver will continue under the man. 
He has also been agement of L. N. Mills, who has bee 


assistant 
of training. 





Richard L. Benson 


Employers Life 


director handling the agency as a division 


Allied Colorado Enterprises. 


Allstate Life 


Walter R. Petersen has been electej 


R. W. Hillman, manager of life vice-president. He is in charge of re. 
underwriting, has been elected assist- newal sales and prospect developmen; 


ant secretary. 


First Pyramid Life 


H. L. Thomas 
Jr. has been pro- 
moted to _ presi- 
dent. He has been 
executive vice- 
president. 





H. L. Thomas Jr. 


Prudential 


D. C. Nott, division manager at Bos- 
ton, has been named ordinary agencies 
training consultant at the Boston re- 
gional home office. 


Atlantic Life 


E. L. Gordon, vice-president in 
charge of the combination division and 
a director, has retired after 48 years 
with the company. 


New England Life 


J. S. Caras, supervisor at Salem, 
Mass., has been appointed assistant 
director of field training. He is a CLU. 


Colorado Credit Life 


Allen J. Lefferdink, chairman, is 
resuming the position of president, 
replacing Jack O. Robinson, who is 
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MODERN WOODMEN of America 


Life Insurance, It’s Modern Woodmen 


Annual Report Highlights 


Assets total $218,176,857.94 ... Interest earned at the rate 
of 4.32% ... Total investment income, $9,026,790.52 ... 
Ratio of solvency, 116.56% ... Life insurance in force, 
$640 million . . . $870 million returned to policyholders and 


beneficiaries—$856,700,000 in benefits, $13,300,000 in divi- 


dends. 


(At December 31, 1959) 





Home Office 


e Rock Island, Illinois 


and has been with Allstate, the paren; 
company, for 20 years. 


John Hancock 
B. H. Shaver has been appointed an 
account executive in the group an. 
nuity sales and service division. 


LEE NATIONAL LIFE of Shreve. 
port has appointed E. M. Jennings 
vice-president and manager of the 
home office agency. He has _ been 
superintendent of agencies of Republic 
National. 


TEXAS LIFE has promoted H. L, 
Mathias from secretary to secretary- 
treasurer and B. L. Wolfe from as. 
sistant secretary and chief home office 
underwriter to assistant vice-president 


Stockholders of GREAT EASTERN 
LIFE of Providence have elected C. H. 
Brainard a director. He is head of the 
insurance department of University of 
Rhode Island. 





Connecticut General Adds 
Graded Premium Life Policy 


Connecticut General Life has intro- 
duced a graded premium life policy 
which in the first year costs 25% to 
50% less than the annual premium for 
a regular ordinary policy. 

Under the new policy a man age 30, 
for example, may pay about $165 a 
year for $10,000 of ordinary life cov- 
erage. Under Connecticut General's 
graded premium plan a policy for the 
same face amount would cost only 
$58 the first year. After that premiums 
are annually scaled upward until the 
fifth year, when they level off at a 
slightly higher premium than for a 
regular ordinary life policy. 


Loyal Protective Revises 
A&S Office Costs Policy 


Loyal Protective Life has revised its 
professional overhead expense policy, 
covering office expenses during peri- 
ods of illness, to include waiver of pre- 
mium after four months of total disa- 
bility, and a guaranteed renewable 
provision to age 65, with premiums 
adjustable only on a class basis. 

The maximum benefit period for 
each sickness or accident has been 
increased to 15 months, and the maxi- 
mum limit of issue has been raised to 
$900 per month for certain occupations. 
The policy is available with either a 
14 or 30 day elimination period. 


Auslander Is Massachusetts Mutual 
Man Of The Year For Seventh Time 

Daniel Auslander of the Copeland 
agency at New York has been named 
man of the year by Massachusetts Mu- 
ual for the seventh time. His 1959 or- 
dinary production was in excess of $6 
million, a production record for a Mas- 
sachusetts Mutual agent. 
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Changes In The Field 


Great-West Life 
Great-West Life has changed its 
set-up in California 


ystem. Sayre, Toso & Schaefer Inc., 


s 
> has been general agents there since 1953, has 


division of 


en elected 
irge of re. 
velopment 
the parent 


pointed an 
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Moorhouse, 
Memphis, and C. A. Zezza, Albany. 


relinquished its responsibilities, and 


its offices and staff have been inte- 
grated into the branch office organiza- 
tion. J. C. Schaefer, life agency man- 


ager for Sayre, Toso & Schaefer, be- 
comes manager at Los Angeles. J. L. 


Brown and M. M. Miller have been 


appointed managers of the Beverly 
Hills and San Francisco branches, 
respectively. Formerly, both were 
prokerage offices. The group organiza- 
tion in California and the Cantelon 
branch at San Francisco are not af- 
fected by the change.. 


Paul Revere-Mass. Protective 


N. W. St. John, home office group 
agent at Detroit, has been named 
regional manager of a new group office 
at Philadelphia. 


Berkshire Life 


L. B. Carpenter has returned to 
Berkshire as general agent at Chicago. 
He was brokerage supervisor for Berk- 
shire there until 1956, when he be- 
came recruiting supervisor for New 
York Life. 


Mutual Benefit Life 


W. R. Miller has been appointed 
district group manager at Memphis. He 


has been district group manager for 
General American Lifé. Mr. Miller, a 
CLU, has served as treasurer of Mem- 
phis Life Underwriters Assn. and of 
Memphis Group Underwriters Assn. 


American United Life 
L. D. Washburn has been appointed 


manager at Fort Worth. He has been 
with Western Fidelity Life and man- 
ager for Commercial & Industrial Life. 


Ohio National 
J. E. Surrell has been appointed 


general agent at Cleveland. He has 
been associate general agent there for 
American United Life. 


Connecticut General 


Appointed group managers are H. B. 
Norfolk; J. H. Rucks, 


Named assistant group managers 


are R. T. Manicom Jr., Houston, and 
R. E. Springer, Tampa. 


General American 
H. M. Altman has been promoted to 


district group manager at Denver 


for General American’s Colorado, 
Idaho, Montana, Utah and Wyoming 
operations. He has been a group repre- 
sentative at Denver. 


Life Of North America 


S. H. Campagna has been appointed 
manager at Chicago, where he has 
been division manager for Prudential. 


Atlantic Life 


D. B. Watson has been appointed 
general agent at Charleston, S. C., to 
succeed H. G. Dent, who died on 
March 15. 


Occidental Of California 


E. G. L. Rose has been appointed 
manager of a new branch at Kitchener, 
Ont. He was assistant manager at 
Toronto. 

Jack K. Jones has been appointed 
assistant manager at Oakland. For 
three years he has been division man- 
ager and special agent of Prudential 
of Oakland. 


Life & Casualty 

L. F. Hardigee, regional sales direc- 
tor at Miami, has been appointed dis- 
trict manager at Orlando. He has also 
been staff manager at Tampa and 
West Palm Beach. 

F. H. Abernathy, staff manager at 
Gainesville, Fla., has been promoted 
to district manager at Tallahassee. 

Ben Wofford Jr., staff manager at 
Fort Smith, Ark., has been named 
regional sales director for Missouri 
with headquarters in St. Louis. 

J. H. Carson Jr., also a former staff 
manager at Fort Smith remains there 
and becomes regional sales director 
for Arkansas. 


All American L.&C. 


J. J. Hensley has been named gen- 
eral agent for northeastern Kentucky 
and western West Virginia, with of- 
fices in Huntington, W. Va. He has 
been in the insurance business 15 
years, formerly with Mutual Benefit 
H. & A. and Minnesota Mutual. 


Phoenix Mutual Life 


Appointed district group managers 
are P. M. Cunningham, Manchester, 
N. H., J. E. Gorham, Pittsburgh, H. H. 
Huff, Tulsa, M. J. Shetley, Denver, 
B. P. Conley, Chicago, E. W. Christy, 
Kansas City, H. E. Duesing, Richmond, 
A. E. Lutz, Atlanta, P. W. Foraker, 
Portland, Ore., and R. I. Marino, San 
Francisco. 


PATRIOT LIFE has named J. G. 
Quinlan general manager of the LIA 
agency, newly appointed general agen- 


cy at Buffalo. He has been manager 
for Prudential there. 


APPALACHIAN NATIONAL LIFE 
has appointed L. R. Sweat general 
agent at LaFollette, Tenn. 


TEXAS LIFE has appointed M. M. 
Herbert manager at San Antonio. He 
has been with Ohio National and 
American National. 





Pansing Buys Lefferdink 
Interest In Neb. National 


Thomas R. Pansing, president Ne- 
braska National Life of Lincoln, has 
purchased the interest in the company 
held by Allen J. Lefferdink and Mr. 
Pansing now controls 60% of the two 
million authorized shares of stock. 

Mr. Lefferdink and Jack O. Robin- 
son, chairman and vice-chairman, re- 
spectively, of Nebraska National, have 
resigned and are being replaced by 
Lincoln business men. Mr. Lefferdink 
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is the president of Colorado Credit 
Life and Mr. Robinson is the former 
president of that company. He has 
purchased Mr. Lefferdink’s general 
insurance agency interests and has re- 
signed from the staff of Colorado 
Credit Life. 

Nebraska National has $475,000 cap- 
ital-surplus and last year had a favor- 
able experience. Mr. Pansing intends 
to accelerate the company’s rate of 
growth. 


Educators Of Cal. To Split Stock 

Directors of Educators of North 
Hollywood, Cal., have approved a plan 
to split the common stock on a four- 
for-one basis subject to approval of 
stockholders at the annual meeting 
April 16. Stockholders will be asked to 
approve also an increase in the author- 
ized stock from 110,000 shares of $10 
par to 440,000 shares of $1.50 par. 


Manhattan Life has been licensed 


in Wisconsin. 





guaranteed interest. 








FLEXIBLE INCOME 
FOR LIFE CONTRACTS 


Optional deferred maturity provision, offers . . . 


@ at original maturity date, policyowner can 
defer settlement'for up to five years and leave 
proceeds with the Company to accumulate at 


@ at any time within this five year period he can: 
Draw out cash value plus interest. 


Start receiving monthly retirement checks 
under any of six optional modes of settlement. 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA, PENNSYLVANIA 
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—~ LOOK TO NORTHEASTERN LIFE 


--» FOR OUTSTANDING SERVICE TO BROKERS 


Now, Northeastern Life offers DOUBLE-DOUBLE INDEMNITY in case of death as a 
result of travel accidents. Available on all ordinary policies to help you with 
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their right to refuse renewal cf exig, 
ing business because of the »hysigg | 
deterioration of the health of the jp F em 
sured; some 120 companies issue ney (CO! 
policies on an individual basis to pe. principle: 
sons 65 years of age or olde:—map) ing in tr} 
guaranteed renewable and for life, ang packed A 
a number of companies now offef Secreta 


ther improve coverage for all policy- 
holders.” 

He called attention to the gains the 
business has made in producing a 
variety of programs. Referring to ad- 
vances in writing policies suited to 
the needs of aging persons, he said at 
least 175 companies continue individ- 


Notes Two Generations Over 65 Need A&S 


UNTINUED FROM PAGE 10) 
meet medical and surgical 
ts, again using deductibles and co- 
urance principles. The product must 
advertised through every available 


continue to give particular attention 
to selling coverage on the basis of 
improved quality rather than price 
attraction. 

“Many companies,” he said, “have 


means. There should be no holding done new and startling things to im- ual policies beyond age 65, and more policies which become paid up age 63) sons for 
back because of competition within prove coverage. ... All can do the than 100 companies renew such poli- a . Forat 
the business. It should be remembered same in covering more categories and cies for life; more than 25 companies Asks For Examination asd It w 


write guaranteed renewable policies 
for the lifetime of the insured; many 
companies have voluntarily restricted 


age groupings, in getting into the sub- 
standard risk field, and in creating 
programs especially designed to fur- 


The quality of the insurance prog portunity 
must be examined in terms of th coverage 
costs of goods and services today, My} tary heal 


that the potential competitor is the 
U. S. government.” 
Mr. Neal urged the companies to 
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Biggest single year’s production in company’s history... 
$457,142,258 ... increase of 57.30% 
over 1958, previous high year. 






















































































*Dividends are based on 1960 scale and are neither guaranteed nor estimates for the future. 
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Neal pointed out. A hospital police, 
sold a generation ago, allowing $4. 
day for a maximum hospital stay ¢ 
15 days, is far from adequate now 
Similarly, companies must try to main, 
tain coverage of policyholders alreag; 
on the books at realistic levels. 

He declared that through sales of; 
quality product designed to take car 
of the needs of the purchaser, ap/ 
through careful attention to the sery. 
icing of policies in force, the busines 
can counter many of the argument 
for federal intervention in insuranc: 
operations. The threat of governmen 
entry into insurance activities is een 
serious in the health insurance fie 
than in any others at this time, h¢ 
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Insurance in force reached $2,565,687,421 — CLU designation held by National Life agents acknowledged. 
15.6% increase over 1958 previous high year. increased to nearly 20% of full time staff of 
career agents. Need To Improve, Expand 
Mr. Neal said all the voluntan 
Million Dollar Round Table— 75 career : ‘ e — ——— of thy 
agents qualified — largest group in com- Library of Audio Visual sales films in full pide 7 oe ee available to th 
pany’s history placing National Life among color increased to six with addition of three - dig Stenger of protection agains 
the top companies in number qualified. new films: “Man of Property”, (Program- a ee ee 
ming) ‘‘Prescription for Security”, (Medical threat of federal intervention, he said 
Market) and one on Pension Plans. the insurers must not only continue t 
improve and expand their product bu: 
President’s Club — 44% of full time career also do a better job of informing the 
agents qualified for National’s top production . : : public of the availability of the prod. 
club — largest group in company’s history. New series of policy forms, rates and values uct and of the advantages of the 
issued, including: _ ; voluntary system of health care ani If 
Insured Insurability Rider made available health care financing. 
on an original date change basis on con- It is more urgent than ever, he cL 
: , Om . i tracts issued since January 1, 1948. stated, that the insurance field fore ns 
aoe nape” _ oe ed to a new —* l One Year Term Dividend Option available practice alert, aggressive salesmanship to 
= $671 61 with average premium per policy at issue on all permanent plans of insurance rai A 
aid — — + ot $5,000 and Pa. Grants 19.9% Rate Increase 1 W 
g SUNG LO8 Inter-County Hospitalization Plan FC 
Assets increased by $47,492,584 — largest “cee of eae ra 
annual increase — to a total of $791,194,100 New training material published including wast a a. 
: “gies ip : rag ra : y oe ‘ ses granted a 19.9% rate increase by 
— maintaining National’s position — 24th in Guide to Career Underwriting (basic training the department. The plan, whid Ol 
size among over 1400 companies in the manual) and Career Development Procedure sought a 25.5% increase, operates in AC 
United States. for training new men in basic programming. five southeastern Pennsylvania cout 
Master Training and Supervision Guide pub- ties. Unlike Blue Cross, it offers sub- Ol 
oe at ~ ery pane agent's progress scribers a flat indemnity schedule. ac 
Net interest earnings, after substantially eee roughout his career). : = 
heavier Federal income tax, increased to Cited By Cancer Society ee 
3.69% — highest net earnings in 20 years. ; , : Beneficial Standard Life was cited sal 
Five-Day Home Office Pension Seminars for meritorious public service by the sic 
instituted. Cancer Prevention Society at the s0- an 
Investments for the year largest in company’s Two-Week Home Office Training School ciety’s annual banquet at Hollywood 
history — $131,000,000 Program intensified Cal. The award was in recognition yo 
y pV UUs ? of the company’s cancer policy, 0 ste 
which one half the premium incom 
after medical expense payments wil Ac 
Low Net Cost be paid to officially approved cance! inf 
. > ° 3 research. 
Based on $100,000 Ordinary Life policy (male) the premiums, net payments Lif 
and net cost per $1,000 are: ; Ar 
imped a Service Guides|); 
GROSS Total Total TOTAL NET COST (Surr.)* For 
PREMIUM of 10 of 20 10th yr. 20th yr. F 
Age 35 $23.24 $191.39 $340.72 $ 13.39 -$ 29.28 — sccenlygeat sng 
Age45 «$33.34 $276.39 $494.93 $ 42.39 ° $ 31.93 al a 
Age 55 $50.59 $419.29 $750.40 $120.29 $192.40 Gp, Colton : 
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(CONTINUED FROM PAGE 1) 
principles ¢ the administration is follow- 
ing in try ing to design a government- 
packed A& S program for the aged. 

Secretary Flemming said the rea- 
sons for administration opposition to 
the Forand measure are: 

—It would sharply curtail the op- 
portunity for continued growth in the 
coverage and the adequacy of volun- 
tary health insurance for the aged. 

—It would move in the direction of 
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If you are qualified in Life- 
and-Accident-and-Sickness 
Insurance and are ready 
to step up to the General 
Agent level . . . THINK 
WHAT YOU CAN BUILD 
FOR YOURSELF IN THE 
NEXT 10 YEARS WITH AN 
OLD LINE LIFE GENERAL 
AGENCY. 


Old Line Life offers solid 
advantages to such men 
...modern policy contracts, 
sales aids, liberal commis- 
sions, plus financial assist- 
ance and the know-how 
you need to make your 
step a rewarding one. 


Act now, write for full 
information. The Old Line 
Life Insurance Company of 
America, Milwaukee 1, 
Wisconsin. Dept. N-4 


Forrest D. Guynn, Ex. Vice President 
R. J. Kohlruss, Director of Sales 


IN CALIFORNIA, FLORIDA, ILLINOIS, 
INDIANA, IOWA, MICHIGAN, MINNE- 
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freezing the pattern of health cover- 
age of the aged into a vast uniform 
governmental system, thus foreclosing 
future opportunity for private groups 
to demonstrate their capacity to deal 
with the problem. 

—It would include a great many 
persons who are not a part of the 
problem. The proposed solution is not 
pin-pointed to the need. 


Forand Ignores Total Problem 


—QOn the other hand, it would ex- 
clude 4 million of the 16 million per- 
sons 65 and over from the program 
because they are not eligible for so- 
cial security. Approximately 2.4 mil- 
lion of these persons have incomes of 
$1,000 or less. If they are ignored, as 
the Forand bill ignores them, a sub- 
stantial part of the total problem 
would be deliberately avoided. 

As an alternative to the Forand 
measure, the secretary said the ad- 
ministration has been _ investigating 
the feasibility of a program that 
would help rather than impede the 
present voluntary approach to the 
problem and listed the following as 
the administration’s guiding  princi- 
ples in arriving at its own program: 


No Compulsion 


—“There should be no compulsion 
to anyone to participate in any health 
insurance program. 

“There should be no action taken 
by anyone that would tend to stifle 
private initiative in the health insur- 
ance field. Anything done in this area 
should build on—and not undermine 
or replace with a federal system—the 
excellent progress that is now being 
made by private effort. 

—‘We should strive to strengthen 
and stimulate our existing private sys- 
tem so as to foster additional progress 
—both in terms of scope of protection 
and numbers of persons protected. 

—‘‘We should preserve and strength- 
en the private relationships which now 
characterize the rendering of health 
care services. 

—‘All aged persons should have the 
opportunity of participating in any 
program that might be developed. 

—‘“There should be available to the 
aged—particularly in the low income 
groups—protection against the sever- 
est burden of health care costs, name- 
ly, the financially catastrophic cost of 
institutional care in connection with 
long-term and other very expensive 
illnesses.” 


Complex Issues To Explore 


The secretary continued, “Before ar- 
riving at a final conclusion as _ to 
whether the federal government can 
devise within this framework of prin- 
ciples a practical program, it is going 
to be necessary for us to explore 
further some complex issues. 

“We have, for example, been ex- 
ploring the kinds and duration of 
health care services that might be fi- 
nanced through such a program. In 
addition to care in general hospitals, 
we are considering the need for cov- 
erage of the costs of care in chronic 
disease hospitals, skilled nursing 
homes, and organized nursing services 
in the patient’s own home. We are 
also exploring the feasibility of pro- 
viding some protection against the 
costs of expensive prescribed drugs. 
In connection with these services, we 
have been looking into the possibility 
of applying the deductible principle 
which has been used widely in many 
insurance plans. 

“We have been considering methods 


‘sl lemming Sets Rules For Program Administration Will Accept 


of relating to his income the amount 
of money that each voluntary partici- 
pant would contribute to the cost of 
an insurance policy. We have been 
analyzing possible plans under which 
persons in the lowest income group 
would make a very small contribution 
and then. the contribution would in- 
crease up to a given level of income. 
Beyond this level the policyholder 
would be expected to pay the full 
premium costs. 

“Also we have been exploring the 
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question of whether state govern- 
ments, aided by the federal govern- 
ment, could provide the difference be-- 
tween the amount paid by the policy- 
holders in the low income groups and 
the actual cost of the policy. In ex- 
ploring this aspect of the matter, em- 
phasis is being placed on having the 
states carry their fair share of the to- 
tal burden. 


Minimum Protection Levels 


“We have also been endeavoring to 
identify the various factors that must 
be considered in determining the min- 
imum level of protection which the 
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ALL AMERICAN LIFE & CASUALTY 
COMPANY believes... 


—not just rent it! 









‘Building 
for 
Billions”’ 


. . Men gravitate to what is best for them- 
selves and their families. 


. You deserve to own your own business 


. You should have vested interests for 
yourself and your heirs. 


... You should have policies designed to 
meet the wants of your prospects. 


... The producer should be awarded a 
greater percentage of commissions for 
larger production. 


.. The producer should receive a greater 
percentage of renewal commissions for 
a job of quality production. 





Why not investigate NOW one of the most talked about 
companies in America and learn the startling facts about 
Democracy in action—through the outstanding contracts 


and policies of All American Life & Casuaity Company. 
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WRITE: 

Mr. E. E. Ballard, President 

All American Life & Casualty Co. 
All American Bidg., 505 Park Place 
Park Ridge, Illinois. 
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~$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 
words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 
i75 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
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JACKSONVILLE, FLORIDA 


Established agency in this attractive fast-growing financial center now 
open. New England company doing national noncancellable Accident 
and Sickness and Life business wants to know your management qual- 
ifications for this opportunity. Write Box N-63, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 














in confidence. 


FLORIDA GENERAL AGENCY 


A top New England company has agency opportunity available immediately. Com- 
plete portfolio of Life, Group and A. & H. available. Full support and assistance will 
be given to man with proven sales and supervision record. Your inquiry will be held 


WRITE BOX N-79, c/o The National Underwriter Co., 
175 W. Jackson Bivd., Chicago 4, Ill. 








SOUTHERN CALIFORNIA AGENCY OPPORTUNITY 











Opportunity for qualified man, between ages 30 and 40, to head own agency with 
major life company over 90 years old. Successful record in life insurance selling essen- 
tial. Some agency supervisory experience preferred. Sound financial backing provided, 
including agency operation and development expense, agent financing and agency 
supervisory plan. Excellent recruiting and training program for development of career 
agents. All replies held confidential. Write full details to: Box N-78, c/o The National 
Underwriter Company, 175 W. Jackson Blvd., Chicago 4, Illinois. 











INDUSTRIAL ACTUARIAL 
OPPORTUNITY 


A major midwestern manufacturing firm 
with extensive employe insurance plans for 
comprehensive medical programs, life in- 
surance, group term life insurance, dis- 
ability benefit plans, group hospital plans, 
retirement plans including pensions, con- 
tributory and non-contributory annulty 
plans—as well as related problems in indus- 
trial accident compensation, unemployment 
compensation, including supplemental un- 
employment benefits—is seeking inquiries 
from actuaries desirous of assuming an im- 
portant actuarial post in the industrial 
field. 

The ideai candidate is probably in his 
thirties, a Fellow rather than an Associate, 
capable of planning, performing research, 
and establishing required controls; capable 
of cooperating with 9 + sei 
personnel and utilizing computer resources; 
with a potential for becoming a principal 
source for g + guid includ- 
ing counsel and advice in labor contract 
negotiations. Salary dependent upon qual- 
ifications. 

Inquiries will be kept confidential and 
should be accompanied by a life resume 
including education and employment his- 
tory to be sent to: Box N-32, ¢/o The 
National Underwriter Co., 175 W. Jack- 
son Bivd., Chicago 4, If. 











ACTUARIAL OPPORTUNITY 


The Equitable Life Insurance Company of 
Washington, D. C. has opening for an Associ- 
ate of the Society of Actuaries or for a Student 
who will attain this standing in the near future. 
This is a splendid opportunity for obtaining 
wide experience in a company with a program 
of expansion. Responsibility will not be confined 
to one department and possibility of advance- 
ments are excellent. Present professional stand- 
ing and business experience will be given ap- 
propriate recognition in salary scale. 

Send reply with outline of experience and 
personal information to: 


Robert C. Bailey 
Vice-President and Actuary 
Equitable Life Insurance Co. 


3900 Wisconsin Avenue 
Washington 16, D.C. 





states must provide in order to qualify 
for federal matching funds. In explor- 
ing this question, we are keeping in 
mind the fact that the states would be 
authorized to contract with private 
groups for the insurance.” 

The secretary outlined what is be- 
ing done both by the federal govern- 
ment and by the insurance industry in 
meeting the health problems of the 
aged. 

He said, “The number of persons 
who benefit from the OASDI program 
has increased very materially. At the 
same time there has been a marked 
increase in the payments to the bene- 
ficiaries. Payments under the old age 
assistance program, including medical 
services, have been liberalized. There 
has been a_ sharp increase in the 
funds the federal government has 
made available for medical research. 


White House Conference 


“More and more of these funds are 
being directed toward problems of the 
aging. The Hill-Burton program, of 
course, has benefited persons of all 
ages in providing more adequate hos- 
pital and other health care facilities. 
Provision has now been made for pro- 





REGIONAL SUPERINTENDENT 


A Life and A&S Company wants man 
capable of Recruiting and Supervising 
new agencies as well as further develop- 
ment of present agencies. Excellent op- 
portunties in MICHIGAN and OHIO for 
man who can produce results. Substantial 
salary, expenses and very liberal over- 
writing. If you feel fully qualified, write Box 
N-55, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 











POLICY FORM 


TECHNICIAN 
FOR LOS ANGELES 


Opportunity for man with experience in draft- 
ing and filing of policy forms. Duties include 
technical work in connection with policy changes, 
etc. Liberal employee benefits. Please send 
complete resume to Box N-86, c/o The National 
Underwriter Co., 175 W. Jackson Bivd., Chi- 
cago 4, Ill. 




















ACTUARIAL 
ASSISTANT 


Excellent position available with a nationally 
known LOS ANGELES company. Actuarial ex- 
aminations helpful but substantial practical 
actuarial experience necessary. All employee 
benefits. Please send outline of training, expe- 
rience and background to Box N-83, c/o The 
National Underwriter Co., 175 W. Jackson Bivd., 
Chicago 4, Ill. 


HOME OFFICE SUPERINTENDENT 
Accident and Sickness Sales 


Well established Midwest Company 
has excellent opportunity for man 
who can promote A&S sales. Prefer 
man with good knowledge of Life 
insurance. If you really know A&S 
and can motivate men to greater 
A&S sales, write in confidence to 
Box N-48, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., 


Chicago 4, Ill. 


SALES SUPERVISOR 


Well-known Mutual Life Insurance Co. (Mid- 
west) with over half-century solid growth has 
challenging position for experienced man 27-38. 
Will be trained for eventual Regional Manager- 
ship on West Coast. Prefer professional concept 
of life underwriting with L.U.T.C. or work 
towards C.L.U. Some management experience 
mandatory. Salary commensurate with ability. 
Submit full resume to Box N-76, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








WANTED 
SOUTHWEST 
SUPERINTENDENT OF AGENCIES 
(DALLAS AREA PREFERABLY) 
Resident 4-state regional Superintendent to hire, 
train, and supervise brokerage managers and gen- 
eral agents for strong life affiliate of major fire- 
casualty carrier. Reply in absolute confidence to 
Box N-71, c/o The National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, Ill. 














GROUP UNDERWRITER 


Salary commensurate with qualifications and 
experience. Excellent opportunity. Give full 
background information and salary require- 
ments. 

General American Life Ins. Co. 

1501 Locust St. St. Louis 66, Mo. 








LIFE INSURANCE AGENCY SUPERVISOR 


Large eastern casualty-fire-surety writer 
(not located in New York) is seeking a 
home office agency supervisor experienced 
in the introduction of life insurance lines 
to multiple line agencies. 


Answers confidential. Write, including de- 
tails of education and experience, to 
Box N-68, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 





REGIONAL AGENCY 
MANAGER 
IN STATE OF ILLINOIS. LIFE ONLY. EXCELLENT 
OPPORTUNITY TO GROW WITH COMPANY. AGE 
30-45. SUCCESSFUL BACKGROUND OF PERSONAL 
PRODUCTION AND SOME SUPERVISION. SALARY, 
OVERRIDE, STOCK OPTION, EXPENSE ACCOUNT. 
Box N-72, c/o The National Underwriter Co., 175 
W. Jackson Bivd., Chicago 4, III. 











Long established, financially strong Texas 
life company interested in buying life, hos- 
pitalization or accident and health business 
in any State. Send full details to Investment 
Officer, P. 0. Box 1080, Dallas, Texas. 
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viding for FHA type of guaraniees fy 
the construction of private nurs; 
home facilities. This could prove to fy 
a significant advancement in deali 
with the problem of health ‘acilitie, 
and health costs of the aged. Cop. 
gress has made provision for a Whit. 
House Conference on aging in Jany. 
ary, 1961, at which all problems in thi 
area will be discussed by citizen; 
groups representing all walks of life 

“In the second place, there are th 
very significant advances which hay 
been made in recent years in extend. 
ing the benefits of health insurang 
to people 65 years of age and over, 


6% Million With A&S 


“We estimate that approximately 
42% of the persons in this age grow 
now have some protection against the 
cost of hospital care. While we do no 
have precise data, I think it is saf 
to say that approximately 614 millio, 
aged persons currently have som 
health insurance. Contrast this figure 
with that for 1952 when it was esti. 
mated that only slightly more than 
three million aged persons had any 
coverage of this kind. 

“Blue Cross and Blue Shield plans 
have been extending their benefits 
and improving their coverage. 

“Insurance companies also have 
been working to make health insur. 
ance available to older people. There 
is considerable variation in what pol- 
icies cover and in the benefits they 
provide. It is difficult to generalize on 
the protection offered to the aged un- 
der insurance company policies. How- 
ever, the significant fact is that mor 
and more companies are _ offering 
group and individual coverage to the 
aged against the cost of nominal hos- 
pital, surgical and in-hospital medical 
expenses. Additionally, some __insur- 
ance companies have recently intro- 
duced or will soon present policies that 
will provide protection against catas- 
trophic cost of long-term or other ex- 
pensive illnesses. 


Employers Extending Coverage 


“In addition, more and more en- 
ployers are extending the benefits of 
group health insurance to retired per- 
sons and their dependents. In many 
cases the employers are paying all ora 
substantial part of the cost of the 
group plan. 

“I believe that we can look forward 
to continued progress along _ these 
lines. In fact, in a report to the ways 
and means committee last year we 
stated: ‘If the same increase in cov- 
erage of old age, survivors, and dis- 
ability insurance beneficiaries _ that 
was recorded between 1951 and 1957 
continues, about 70% of the aged 
beneficiary group will have some form 
of health insurance by 1965.’ 

“Nevertheless, even though we 40 
experience continued progress in this 
area, I believe we will still be left 


be aged persons whose policies pro- 
vide inadequate protection. Also there 
will still be aged persons who have 
no protection but who would be will- 
ing to participate in voluntary pro- 
grams if provided with policies at 
rates they could afford to pay. This 
administration is acutely aware of the 
need for approaching these problems 
with a sense of urgency. But we are 
no less aware of the necessity for 


with serious problems. There will still | 
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seeking and finding solutions that are 
sound and that expedite rather than 
impede the progress we all desire.” 


— 


Benefit Assn. of Railway Employees 
has been licensed in Hawaii and now 
operates in 50 states and the District 
of Columbia. 
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(CONTINUED FROM PAGE 1) 
R. G. Hill. 2nd vice-president Security 
Mutual of New York, and Paul Light, 
regional agency vice-president, Pan- 
American Life. 

Because of illness in his family, 
J, Harry Wood, managing director 
LIAMA, was unable to be present and 
offer his “Summary and Comments” 
on the final day. Accordingly, Burkett 
Huey, director of institutional relations 
and secretary LIAMA, was called upon 
and proved an able substitute. 

An unusual feature of the meeting 
was a full session Monday evening. 
This enabled the registrants to com- 
plete two day’s activities by Tuesday 
noon but, on the other hand, it pushed 
the reception time to 10 p.m. 

Mr. Cornett presided over the first 
and last sessions, and Rex H. Ander- 
son, marketing vice-president North 
America, and J. E. Rawles, 2nd vice- 
president Lincoln National Life, han- 
dled the other two. 

Lyle B. Pelton, senior consultant 
LIAMA, termed the problem of lapse 
a real one because it affects not only 
the morale, attitude and income of 
the field force, but also has an adverse 
effect on the attitude of the public 
toward insurance in general. 

Mr. Pelton said the “culprit” re- 
sponsible for the lapse problem is the 
agent, but it is difficult to be too harsh 
on him because he may be strongly 
influenced by the attitude, sales phil- 
osophy, training and supervision pro- 
vided by home office and field man- 
agement. 

Some of the factors which control 
persistent business are the character- 
istics of the people sold; the quality of 
the agent and the way in which he 
sells, and aspects of the individual 
policy. 

LIAMA has developed two A&S 
persistency raters, Mr. Pelton noted. 
One covers loss of time coverage and 
the other hospital policies. The rater 
for loss of time utilizes four predictive 
items: Mode of premium, annual in- 
come, age and ownership of life insur- 
ance. The hospital policies rater uses 
just two items—mode of premium and 
age. 

Mr. Pelton mentioned a few points 
about the raters: Commercial and 
non-can policies are treated separate- 
ly; they are used solely with policies 
sold to employed male adults; and 
there are other factors in addition to 
those appearing on the raters which 
seem to be related to persistency for 
some companies—cash with applica- 
tions, previous ownership of loss-of- 
time policies, and income of applicant 
on hospitalization policies. 

Mr. Pelton said he believed that the 
tater will be an invaluable supervision 
and training tool in determining a 
lapse problem with individual agents 
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| [AMA A&S Meeting Has Variety Of Topics 


long before actual data could be col- 
lected. Furthermore, it could identify 
lapse problems with new agents and 
enable corrective action to be taken 
immediately. 

The Health Insurance Persistency 
Award is A&S’s answer to the Na- 
tional Quality Award in the life busi- 
ness, Mr. Pelton stated. Sponsored by 
LIAMA, NALU and IAAHU, HIPA 
will be awarded in 1960 for the first 
time and will fill a “void of long 
standing in the A&S business,” he said. 


Miller Seconds Pelton 


John H. Miller, vice-president and 
senior actuary Springfield-Monarch 
companies, in his talk “The Price of 
Failure,’”’ seconded many of Mr. Pel- 
ton’s points regarding the lapse prob- 
lem. He said also that the agent’s 
stake in persistency is “somewhat ob- 
scured” by the high commission which 
he receives in the first year. However, 
if the agent places a proper value on 
each hour of the time he spends he will 
find that his efforts to develop persist- 
ing business may yield a greater return 
than his efforts to expand the total 
volume of his new business. 

Mr. Miller said a change in the rate 
of lapse can easily make the difference 
between a profitable and a failing 
operation. The importance of persis- 
tency rests upon the fact that the 
deficit which is generally incurred in 
writing new business can only be 
recovered from renewal earnings. The 
greater the number of renewing poli- 
cies, the sooner the deficit is elimin- 
ated. 

Persistency does not alone depend 
upon so-called “quality” business 
which is supposedly found only among 
professional men and executives who 
live on the right side of the tracks, 
Mr. Miller stated. Regardless of the 
clientele, persistency can be improved 
by better performance on the part of 
both the company and the agent. 


Expands A&S Operations 


Earl Clark, vice-president Occiden- 
tal of California explained how his 
company had expanded its A&S opera- 
tions. 

“We have always recognized that 
the agencies which did a well-rounded 
job of selling both life and accident 
and sickness stood a greater chance of 
being successful than one which spe- 
cialized in only one area of the Oc- 
cidental operations. By the end of 
1959, the company had_ thoroughly 
revised its accident and sickness mer- 
chandise so that we now offer non-can 
and guaranteed-renewable time-loss 
policies as well as hospitalization and 
major medical coverage. We have also 
retained two different types of com- 
mercial time-loss as well as commer- 
cial hospitalization contracts. We also 
are a rather large seller of total dis- 
ability income with life insurance— 
so we are finding that our agents have 
a whale of a lot of learning to do 
when they start selling our type of 
accident and sickness business.” 

Mr. Clark said that his company 
does not give quotas, although it na- 
turally has objectives. “We believe 
that if we choose self-reliant men as 
agency leaders and provide them with 
a good product and good service, that 
their own ambitions will produce re- 
sults in excess of any quotas which 
we might suggest. It has certainly 
worked out well so far. 

“Our basic company objective is 
to have each agency place enough 
accident and sickness on the books to 
result in a substantial and stable sup- 


At the LIAMA 
Chicago spring 
A & S meeting, 
from left, Earl 
Clark, vice-presi- 
dent Occidental 
Life of California; 
L. J. Melby, Wood- 
men Accident & 
Life, and J. M. 
Wickman, 2nd 
vice - president 
A & S Mutual Life 
of New York. 


plement to the agency income, whether 
it be a general agency or branch. Ev- 
erything else falls into place once the 
agency head realizes how valuable the 
accident and sickness business can be 
to him. Our general agent’s contract is 
geared so that in a few years the 
agency can have a substantial vested 
income from accident and _ sickness 
sales. 

“We encourage our general agents 
to build up a large block of accident 
and sickness business because it will 
stabilize their income, due to the re- 
latively higher renewals it pays as 
compared to life insurance. We also 
feel that new agents particularly need 
accident and sickness for quick earn- 
ings in this business. We also know 
that new and experienced agents can 
make many sales from accident and 
sickness claimants. I know that from 
personal experience. We are now urg- 
ing our agency managers to teach the 
accident and sickness business to that 
new man as soon, or even sooner, than 
life insurance. It all depends on his own 
philosophy.” 

The same thinking has been in- 
corporated into the branch manager’s 
contract. He can earn substantial in- 
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come from the total amount of business 
in force in the agency, not merely on 
first-year business. Many managers 
can trace $5,000 or more of their an- 
nual income to A&S work. Once 
placed on the books, the business con- 
tinues to pay a bonus with minimum 
effort on the manager’s part, he said. 

The agent’s contract has a vesting 
provision in regard to A&S. In the 
event of termination by resignation, 
the requirement for vesting rights is 
$5,000 of paid premiums during the 
preceding 12 months. In the event of 
death or disability, this requirement 
is only $2,500. Their vested renewals 
continue at least 10 years, he ex- 
plained. 


Equitable Cited By "Who's Who’ 
Equitable Society has received a ci- 
tation from the publication ‘“Who’s 
Who in America” for annual grants 
the company has made under its plan 
for the support of higher education, 
which is directed primarily at improv- 
ing faculty salaries in privately sup- 
ported four-year liberal arts colleges 
and universities. The citation appears 
in the recently published 31st edition. 


Reneficia 
THOUGHTS 


You may not always be better than 


others, but you can always be better than 


your present self. Take stock of yourself 


and work hard at improving what you 


found. You'll be amazed at the resulting 


improvement. 


A Beneficial challenge for those of us in 


the business of life insurance. 
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al; and Rodney B. Wilcox, Con- 
General Life. 

tment Accounting for Tax Purposes. 

Brown, Lincoln National; J. Price 


irphy, Equitable of Iowa; James F. Opper- 

in, Northwestern Mutual; John A. Bernauer, 
Ernst & Ernst. 

Agents Reports. Charles Jones, Excelsior Life’ 
Merle Hartwig, Century Life; Jack Bennett, 
Great-West Life; Miss A. M. Holmes, Maritime 
Life; and Dave Millyard, Imperial Life. 

Policy Loans. Fred R. Stranglen, Guarantee 
Mutual Life; Bernard J. Burns Jr., State Mu- 
tual Life; Kenneth Larsen, United Benefit Life; 
Robert D. Meyerhoff, Lincoln Liberty Life. 

Premium Billing and Accounting—Monthly. 
Robert Chr‘stoffersen, Guarantee Mutual Life; 
Dan L. Holsinger, State Life; Dale Langford, 
American United Life. 

Machine Room Problems. Roy G. Diepen- 
brock, Peoples Life; George W. Gast, Peoples 
Life; Richard L. Wallace, Indianapolis Life; 
William B. O’Brien, Acacia Mutual; and Paul 
F. Kintgen, New York Life. 

General Ledger Accounting. Herman Otto, 
Southland Life; Bonnie G. Wantling, Republic 
National; Edward R. Arnold, Pan-American 
Life; R. C. Weaver or Andrew C. Braikovich, 
American National. 


Wednesday 
Expense Budgets. John Alden, Bankers of 
Nebraska; and H. Clifford Page, New York 
Life 


Commission Accounting. Edward R. Arnold, 


HeNATIONAL UNDERWRITER 


Pan-American Life; Donald F. Ryan, New 
England Life; and Anton A. Schuessler, Fidel- 
ity Mutual. 

New Company Procedures. Burtt Dutcher, 
North American Reassurance; Ed DeGraeve, 
Employers Mutual Life; and Sam Bird, Sentry 
Life. 

Premium Billing and Accounting—Monthly. 
Robert Christoffersen, Guarantee Mutual; Dan 
L. Holsinger, State Life; and Dale Langford, 
American United Life. 

Investment Accounting for Tax Purposes. 
Chelsea Brown, Lincoln National; J. Price 
Murphy, Equitable of Iowa; James F. Opper- 
mann, Northwestern Mutual; and John A. 
Bernauer, Ernst & Ernst. 

Problem Clinic on Ordinary Insurance. Frank 
Cc. King, Liberty National; John Kennedy, 
Liberty National; and Max Point, Bowles, 
Andrews & Towne. 

Getting Started in Electronics. Lloyd E. 
Gross, Pan-American Life; and R. P. Bennett, 
Crown Life. 

Premium Billing and Accounting Other Than 
Monthly. Harry Hyams, New York Life; Roy 
G. Diepenbrock, Peoples Life; Kenneth Horn, 
Equitable of Iowa; and Gordon F. Leverance. 


Subjects taken up on the group pro- 
gram will be: 


Monday 
What Does Our Customer Expect from 
Us? Robert S. Phillips, Security Benefit. 
Tuesday 


The Impact of Federal and State Legisla- 
tion. James J. Kane, State Mutual Life; Laur- 





“He’s in a tizzy today. Just found out his competitor has 
Anico’s line of competitive policies — with competitive 
commissions — and non-med to 45.” 


OPENINGS EVERYWHERE IN 
TERRITORY FOR REPRESENTATIVES, 
BROKERS AND SPECIAL BROKERS 


ANICO SALES LEADERS 


Econ-0-Master Family Policy 
Econ-0-Parent & Children Plan 
Ladies Special Policy 
Preferred Premium Life 
$25,000 Executive Special 
Gtd. Renewable A& H and H&S 
Policies 
Non-Medical to Age 45 
Annuity Conversion Rider (free) 
Equity Builder Policy for Pension 
and Profit-Sharing Plans 
(Ask about other specials) 





Inquiries about these or other open- 

— ings for those with special qualifi- 
cations and experience will receive 
prompt attention and answer. For in- 
formation address: 
OF SALES 


AMERICAN NATIONAL 
INSURANCE COMPANY 


COORDINATOR 


GALVESTON, TEXAS a: 


OVER 5 BILLIONS OF 
INSURANCE IN FORCE 


Announces Agenda For May Meeting 


erce B. Houston Jr., Aetna Life; and Robert 
Van Schaick, Price, Waterhouse & Co. 

Company’s Organization for Group Insur- 
ance. W. J. Herrmann, Washington National; 
Roy K. Cowan, Massachusetts Mutual; and 
Fred J. Winterle, New England Life. 

Group Master Control Cards, Their Impor- 
tance in Electronics and the Small Company. 
Geoffrey Tyson, Pacific Mutual; T. Hansen 
ingley, Equitable Society. 

Claims, Pre-Renewal and Renewal Sta- 
*‘stics. Arthur H. Brickettt, John Hancock; 
William E. Bradfield, Provident Mutual; and 
Zarwin J. Kasparin, State Mutual. 

Looking to the Future in Premium Billing 
and Collection. C. J. McAlexander, Lincoln 
National; J. Vernon Richardson, Pan-American 
Life; and Tierney A. O’Rourke, New York Life. 

Effective Economy in Claims Control. Wil- 
liam G. Wiliams, Provident Mutual; Fred P. 
Andersen, Equitable Society; and Arthur W. 


Foster, Great-West Life. 
Wednesday 
Frankly Speaking. Fred P. Andersen, 


Equitable Society. 


The A&S program will include: 


Monday 

Various Methods of Premium Billing. Jack 
G. Boyd, Guarantee Reserve Life; Donald R. 
Nelson, State Mutual Life; Horace S. Miller, 
Bankers L.&C.; and Harry J. Clark, United 
of Chicago. 

Tuesday 

The Medium-Sized Company’s Approach to 
Billing, Accounting, Statistical and Annual 
Statement Requirements. Ray Haney, Mutual 
Benefit H.&A.; Alfred W. Sward, Security 
Mutual Life; and Stuart A. Maseman, Mid- 
west Life. 

The Administration of Group Hospital Con- 
version in the Individual A&H Department. 
Hilton H. Campbell, Republic National; Thom- 
as Mott, Republic National; Arthur B. Brad- 
bury, Aetna Life. 

Statistical Panel. Lawrence G. King Na- 
tional Casualty; G. H. Holtcamp, Provident 
L.&A.; Robert A. Meredith, Travelers; and 
David Robbins, Health Insurance Assn. of 
America. 


Wednesday 

Policy and Records Preparation. A. Donald 
Champagne, Aetna Life; R. F. Woods, Great 
American Reserve; Harold A. Shew, Hoosier 
Farm Bureau Life; John Kosick, Washington 
National; E. J. Ryniker, Metropolitan Life; 
and Less C. Harston, South Coast Life. 

Persistency and Conservation. Robert D. 
Allard, Connecticut General Life; and Neil 
W. Macintyre, Mutual of New York. 


The debit insurance program will 


April 15, 19 


Monday 

Open Forum. Edward W. Gosling, Saltimo, 
Life; Robert Ells, John Hancock; and Roy y 
Lockrey, London Life. 

Tuesday 

Compensation of Debit Agents. Roy G. Lock. 
rey, London Life. 

Home Office Debit Accounting by " 
Cards. Robert C. Ells and John Hancock; ay 
Harold I. Proctor, John Hancock. 

The Supervisor’s Work Analysis Progran, 
at State Mutual Life. W. Clyde Miller, Peni, 
sular Life; Robert A. Miller, State Muty 
Life; Zenar E. Van Fleet, State Mutual Lif. 
and Vincent A. Piucci, State Mutual Life 

Wednesday 

Microfilming and the Retention and the 
Destruction of Weekly Applications. A, 7 
Sanders, Reliable Life; Robert C. Ells, Joh, 
Hancock; and Edward W. Gosling, Baltimoy 
Life. 

On the fraternal program will be: 

Tuesday 

Home Office Analyses Via Operations Audi 
John Sabo, William Penn Fraternal Assogja. 
tion. 

Open Forum on Problems Peculiar to Fr. 
ternal Societies. John Orpin, Brotherhood ¢ 
Railroad Trainmen; John Badovinac, Logo. 
motive Engineers Mutual L.&A. 


On the electronics program will be 
Monday 
Can Computers Be Justified? Carl Orkild, 
Continental Casualty. 
Tuesday 4 
Communications Problems in EDP. £. 1) 
Kyllo, Royal-Globe; Robert M. Greenig, My. 


April 1¢ 
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tual of New York; Gustav Forsell, Atlanti¢i Heal 


Mutual; and Wilfred S. Burt, Connecticut My. 
tual Life. ; 

Managing An EDP Installation. James dil 
Cranwill, Franklin Life; Harold E. Ahlqui 
Jr., State Mutual Life; Floyd T. Beasley, Eau 
table of Iowa; Gordon Gilchrest, Royal-Globe. 
and Carl Marquardt, State Farm Mutual Av 
tomobile. 

Wednesday 

Internal Control in EDP Systems. Williar 
R. Still, United Benefit Life; George Hamil. 
ton, Phoenix Mutual; and William G. Bregart. 
ner, Chubb & Son. 

Technical Developments In EDP. Rober 
K. Kissinger, Nationwide Mutual; William y 
Cassara, National Life; Gordon Goodwin 
SPAN Data Processing Center Inc. 


Lutheran’ Brotherhood’s _ busines 
was up 14.5% in the first three months 
compared with a similar period las 
year. Issued and paid for insurance 
through March totaled $55,938,465, an 
increase of $7,097,081 over last year’s 
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ACTUARIES 








first quarter. 





BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
L'FE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
ATLANTA NEW YORK 
DALLAS MIAMI 


RICHMOND 
PORTLAND 





E. P. HIGGINS & CO. 


(Frank M. Speakman Associates) 
Consulting Actuaries Bourse Building 


Accountants Phila. 6, Penna. 








DONALD F. CAMPBELL 


Consulting Actuary 
Suite 2011 


139 N. Clark St. Chicago 2, Ill. 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
Insurance——Pensions 

2801 North Meridian St. 5002 Dodge St. 
Indianapolis 8, Ind. Omaha 32, Neb. 








CHASE CONOVER & CO. 


Consulting Actuaries 
and Insurance Accountants 


NELSON and WARREN 
Consulting Actuaries 
Pension Consultants 








Consulting Actuaries 


San Francisco Denver los Angeles 


Telephone WAbash 2-3575 
332 S. Pr Ave. Chicago 4, Ili. ST. LOUIS KANSAS city 
COATES, HERFURTH & 
THE 
ENGLAND HOWARD E. COMPANY 
INCORPORATED 


Consulting Actuaries 
2859 N. MERIDIAN ST. « INDIANAPOLIS 7, IND. 








WILLIAM C. CONLEY 
Consulting Actuary 


Lansing and Detroit, Michigan 
811 American Bank Bldg., Lansing 68, Mich. 








Gate SSolinan & Cx 


Consulting Actuaries 
Management Consultants 
342 Madison Avenue 
New York 17, N. Y. 
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By H. Ww. Cornelius of Bacon, Whipple & Co. 
135 S. La Salle St., Chicago, April 12, 1960 
Bid Asked 
Aetna Life . 82% 8315 
Beneficial Standard onc cvicccoee.- 1542 1614 
Business Men’s Assurance 40% 41% 
Cal.-Western States ..... 5612 58 
Commonwealth Life .... 19% 2015 
Connecticut General ... 345 352 
Continental Assurance 152 155 
Franklin Life «.......... 16% TTY2 
Great Southern BR scenssinepcetanaie 74 17 
Gulf Life . 19 20 
Jefferson DRAG ciscccntsrssinericcses 43 441, 
Liberty National Life 5612 58 
Life & Casualty ....... 17 18% 
Life of Virginia. ........ 51 53 
Lincoln National Life 228 233 
National L. & Aj... 108% 111 
North American, Il. 13% 141% 
Nw. National Life .... 102 Bid 
Ohio State Life .. 49 51 
Old Line Life ...... 65 70 
Qld Republic Life 18 19% 
Republic National L 34 36 
Southland Life ........... 91 95 
Southwestern Life 5415 562 
Travelers —ossessesseseeessessesesencssssssseeenees 79 80 
United, Il. 46 47'2 
U. S. Life 4114 43 
Washington National  .......ss008 50 54 
Wisconsin National Life ............ 3742 39 


Health Council Elects 
Browning Chairman 


(CONTINUED FROM PAGE 1) 
Health Insurance Institute. Alice M. 
Chellberg, assistant secretary of Amer- 
ican Mutual Alliance, was reelected 
secretary of the council. 

In his speech to the council, Mr. 
Faulkner said that “real progress” to- 
ward containing the costs of medical 
care is being made through the con- 
certed efforts of the insurance busi- 
ness, doctors and hospitals. 

Mr. Faulkner pointed out that while 
the containment of medical care costs 
works to the benefit of everyone, the 
persons who gain the most are those 
with fixed incomes, such as _ social 
security beneficiaries and other pen- 
sioners. 

He listed these measures as among 
those being employed to contain costs: 

—Committees of doctors to review 
cases involving a physician’s fee sub- 
mitted by an insurance organization 
or policyholder to determine whether 
the fee is consistent with the custom- 
ary charge for such services in the 
community. 

—Committees to review cases and 
reduce health care costs by minimizing 
the amount of unnecessary surgery, 
length of hospital stay or services. 

—More efficient use of hospital staff 
and facilities by scheduling admissions 
so that beds do not remain idle for too 
long a period, and by tailoring the 
amount of care to the patients in- 
dividual needs through what is known 
as progressive patient care. 

—Control of overutilization of serv- 


| ices and of overcharging because of 


the presence of insurance. 

_—Greater utilization of less expen- 

sive forms of care, such as ambulatory 

or self-service hospital care, nursing 

homes, home care programs and visit- 
nurses. 


[—™ DIRECTORY OF RESPONSIBLE o—= 
INDEPENDENT 
ADJUSTERS 








Resident Service For The State Of Alaska 


Selkregg & Son Adjustment Co. 


435 L Stree: Ancherage, Aleske 
AUTO-FIRE-CASUALTY-INLAND MARINE 
"S COMPENSATION-MARINE SURVEYOR 
Phone 20921 Fred M. Selkregg, Jr., Manager 











LIFE INSURANCE EDITION 


LIAMA Told Insurer 
Consistency Breeds 
Buyer Persistency 


The only sure way to good, quality 
business is a consistent company policy 
towards its policyholders, Elmer L. 
Nicholson, 2nd _ vice-president Con- 
necticut General, said at the LIAMA 
A&S spring meeting at Chicago. 

Good policyholder service is inher- 
ently a product of total company phil- 
osophy and execution, he said. The 
lack of a positive program creates the 
problems that are associated with poor 
persistency. 

There are just not enough facts 
available to decision makers on the 
subject of A&S persistency. When the 
quality business committee of LIAMA 
was working on a national quality 
award for A&H they were extremely 
handicapped by lack of facts and 
figures. Where figures are available, 
it is difficult to separate the bananas 
from the oranges. This connotes lack 
of interest and concern in an area that 
should demand searching attention, he 
said. 


Follows Same Pattern As Life 


Lapsation apparently follows much 
the same pattern as life insurance. In 
substance, this means smaller policies 
sold to lower income people with 
increased premium payments frequen- 
cy. The insurance is sold by marginal 
agents and brokers. This compounds 
itself as company attitude relaxes. 

Commenting on the excessive lapse 
rates compared to the disability and 
major medical lines, he said, “In our 
company the lapse rate is about double, 
and from looking at other company’s 
figures, this does not seem to be a 
unique position. It could be that hos- 
pitalization has become just like buy- 
ing potatoes. . . . All we have to do is 
put it in sacks and put it on the 
counter. If so, let’s recognize it. If not, 
let’s be smarter about production, 
distribution and claim service, so we 
don’t have an albatross around our 
necks or a lion by the tail—depending 
on the percent that hospital contracts 
are of total sales. 


Is Independent Entity 


“In our company, our accident and 
health department functions as an 
independent entity, and in a_ sense 
hires its claims service from the claim 
department, and sells its products 
through the agency department organ- 
ization. 

“Our sales accounting is done in 
terms of first commissions, and during 
the last seven years—1952-1959—we 
have increased our first commissions 
from accident and health business by 
327%.” 


Formed Committee 


Mr. Nicholson said that early in the 
1950’s his company formed a commit- 
tee consisting of people from A&S 
sales, public relations and claim de- 
partments to study product design, 
sales procedures, home office admini- 
stration and claim’ service. These 
weren’t subjects to be attacked inde- 
pendently, but were parts of a whole— 
an improved client-agent relationship 
which could not be competitively dis- 
turbed within the scope of products 
and service. “Total attention,” he said, 
“must be directed toward the hazards 
implicit in the loss of income or in- 
vasion of capital experienced by our 
client or his family in the event of 
death, disability or old age. In order to 


Conventions 


March 28-30, Life Office Management Assn., 
debit insurance forum, Sheraton-St. Charles 
Hotel, New Orleans. 

April 11-13, Life Insurance Agency Manage- 
ment Assn., accident & sickness meeting, 
Edgewater Beach Hotel, Chicago. 

April 12, Health Insurance Council, 
meeting, Drake Hotel, Chicago. 

April 27-29, Life Insurance Agency Manage- 
ment Assn., combination companies confer- 
ence, Hollywood Beach Hotel, Hollywood 
Beach, Fla. 

New York State Life Underwriters Assn. sales 
caravan, April 27, Buffalo; April 28, Syra- 
cuse; April 29, Albany. 

May 1-3, National Assn. of Insurance Commis- 
sioners, Zone III, Gatlinburg, Tenn. 

May 2-3, Michigan Life Underwriters Assn., 
annual, Elks Temple, Pontiac. 

Mav 4. Sen Diego Insurance Day, El Cortez, 
San Diego. 

May 4-6, National Assn. of Insurance Commis- 
sioners, Zone II, Fort Sumter Hotel, Charles- 
ton, S. C. 

May 5-6, Society of Actuaries, western spring 
meeting, Roosevelt Hotel, New Orleans. 

May 9-10, Assn. of Life Insurance Counsel, 
midyear, The Greenbrier, White Sulphur 
Springs, W. Va. 

May 9-11, Home Office Life Underwriters 
Assn., annual, Sheraton-Plaza Hotel, Boston. 

May 10-12. Natienal Assn of Insurance Com- 
missioners, Zone V, spring meeting, Bilt- 
more Hotel, Oklahoma City. 

May 13-14, New England General Agents & 
Managers Assn., management conference, 
New Ocean House, Swampscott, Mass. 

May 16-18, Insurance Accounting & Statistical 
Assn., annual, Hotel Sherman, Chicago. 

May 16-18, Health Insurance Assn., annual, 
Statler Hilton Hotel, Dallas. 

May 19-20, New York State Life Underwriters 
Assn., spring delegate meeting, Sheraton 
Hotel, Rochester. 

May 19-23, MDRT annual, Hawaiian Village 
Hotel, Waikiki Beach, Hawaii. 

May 25-27, Life Insurers Conference, annual, 
Roosevelt Hotel, New Orleans. 

May 30-June 1, American Life Convention, 
medical section, The Greenbrier, White Sul- 
phur Springs, W. Va. 


spring 





earn the right of this client relation- 
ship, our products must be complete 
and fairly priced, our sales service 
broad. In order to maintain this rela- 
tionship, repetitive personal contact, 
crisp administrative handling and 
prompt claim services are axiomatic.” 
Among the specific improvements 
which flowed from this philosophy; 
were: An almost completely new 
portfolio of products, geared to clients’ 
needs; a better integration of A&S in 
the sales process and agent training 
process; a reflection of A&S sales 
progress in the manager’s incentive 
compensation; a change in commission 
approach, putting the sales and service 
emphasis in proper proportions; strict- 
er initial underwriting and a more 
enlightened renewal underwriting pol- 
icy. 
Noted Methods For Improvements 


Mr. Nicholson noted the methods 
used to gain these improvements: 
Regular home office meetings of the 
committee in order to gain complete 
uniformity of understanding and ap- 
proach; strong sales promotion with 
each new product or product change, 
but always in perspective, always 
pointing out the death, disability and 
old age approach; follow-up, after a 
respectable period in order to allow 
the field proper contact time, directly 
with policyholders, informing them of 
the new action. Planned annual trips 
by qualified A&H department person- 
nel to field offices. 

“Modern machinery to store and 
disseminate information should be of 
great assistance in reaching conclu- 
sions concerning problems and their 
solution,” he declared. “The vigilance 
we must exercise is that our brains 
should not be subjected to the same 
misuse that our legs have been with 
the advent of the automobile. 

“The problem of the orphan policy- 
owner continues to plague us. As this 
country has moved from an agrarian 


35 


to a centralized industrial to a de- 
centralized industrial economy, people 
have had greater and greater mobility. 
The old statement “Go West Young 
Man” has been supplanted by “Go-Go- 
Go.” The necessity to create sufficient 
proximity between agent and client 
has strained our ability to expand fast 
enough to keep pace with our elusive 
policyowners. From my conversations 
with other sales managers I know that 
‘this problem is one of deep concern 
and vast confusion. I have no “cure- 
all” comment but if recognition is the 
first step in correction, we are pointed 
in the right direction.” 


United Begins Work On 
Skyscraper Home Office 
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Ground has been broken for the 
skyscraper home office of United of 
Chicago which is to overlook the 
Chicago River at Wacker Drive. Par- 
ticipants in the ground-breaking cere- 
monies included local and state offi- 
cials, Director Gerber of Illinois, news 
commentator Alex Dreier, and Holly- 
wood celebrities Red Skelton and Carol 
Channing. 

The 40-story structure will tower 
525 feet and will be the tallest marble 
office building in the world. It will 
have a gross area above the first floor 
of 695,000 square feet, and will have 
three underground levels of parking 
area to accomodate 125 cars. United 
of Chicago will occupy one-third of the 
building. 

A spacious, landscaped plaza ad- 
joining the building will contain a 
fountain and reflecting pool in the 
summer and an ice skating rink in the 
winter. At the apex, an electrically- 
controlled weathervane visible to most 
of the city will change color to indi- 
cate the predicted weather. 

Occupancy is planned for August, 
1961. 








A Measure 
of Stature 


Southwestern Life has grown to 
be one of the nation’s largest life 
insurance companies by any 
measure...it ranks in the top 3%. 


Just as the true stature of a man is measured 
by his character, not his height, the true 
stature of an insurance company is measured 
by the character it builds over the years. 
While proud of its record of growth, South- 
western Life is prouder yet of its ability to 
meet its obligations... and the way it treats 
its policyowners. 


Southwestern Life’s obligations to more than 
300,000 policyowners are secured by assets of 
$480 million. These resources increased by 
$30 million in 1959. 


And Southwestern Life policyowners are well 
treated. An ever-increasing part of the 
Company’s new business is from satisfied 
policyowners coming back for more. South- 
western’s insurance in force now exceeds 
$2 billion. 


Texans own more ordinary life insurance in 
Southwestern Life than in any other company. 











STATEMENT OF CONDITION — December 31, 1959 


as filed with the Insurance Departments of the States of Arizona, Arkansas, California, Colorado, Kansas, Louisiana, Missouri, New Mexico, Oklahoma and Texas. 


ASSETS 


United States Government Bonds . 
County and Municipal Bonds 


. $ 43,192,682.26 
39,161,699.78 


Public Utility and Corporation Bonds 59,836,383.89 
First Mortgage Loans on Real Estate 216,517,854.65 
Collateral Loans. . ..... 13,080,370.65 
Home Office Building . 1,500,000.00 
Other Real Estate 6,997,024.38 
Preferred Stocks. . . 9,774,072.32 
Bank Stocks . .. . 11,157,611.00 
Other Common Stocks. 18,808,472.02 
Cash . Sho BRS eg ESS ae nel Oe oa 7,599,431.10 
Loans Against Cash Values of Policies . 33,378,651.73 
Accrued Interest and Miscellaneous Assets . 2,926,015.18 
Net Premiums to Complete Policy Years . 16,679,978.32 


These are premiums either in process of collection or 
due to be paid during the current policy year. Proper 
offsetting liability is included in the policy reserves 
shown in this statement. 


TOTAL ASSETs . 





. $480,610,247.28 








LIABILITIES 
Policy Reserves . gn EGN te OE a . $408,391,493.45 
Premiums and Interest Paid in Advance 3,364,308.95 
Reserves for Taxes and Other Liabilities 5,152,421.42 


12,367,181.90 
. $429,275,405.72 


Mandatory Securities Valuation Reserve 
Total Liabilities 








SURPLUS FUNDS 


for Protection of Policyowners: 


. $ 17,334,841.56 
10,000,000.00 
24,000,000.00 

. $ 51,334,841.56 

TOTAL LIABILITIES AND SURPLUS FuNDs $480,610,247.28 


Reserve for Contingencies 

Capital Stock . 

ses orice aus ig 
Total Capital and Surplus Funds . 











For additional information about Southwestern Life’s progress in 1959, write for a copy of the 57th Annual Report. 





| Southwestern Life 


James Ralph Wood, President + Home Office, Dallas + Founded 1903 
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COMPANY | 


FAMILY PROTECTION + BUSINESS INSURANCE 
¢ ANNUITIES » PENSION PLANS + GROUP 
PROTECTION + ACCIDENT AND SICKNESS 
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